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Vice-president George Hunt (left) congratulates 
General Agent Pendleton Miller during presenta- 
tion ceremonies of the President's Plaque (center) 


What Makes Topeka 


Our Kansas Agency with headquarters in Topeka, headed by 
Pendleton A. Miller, C.L.U., rolled up the biggest year in its history 
during 195] and earned the coveted title of President’s Trophy 


Agency, an honor bestowed annually on the top agency of the year. 


Our general agent in Topeka 
since 1937, “Pete” Miller has done 
a consistently good job of recruit- 
ing and training young men of 
Kansas, with the result that the 
agency has remained young, virile 
and on its toes through the years. 
- Inselecting the Topeka Agency, 
the committee examined the rec- 
ords of twenty-seven agencies 
which qualified with 100% or 
better in each of the five catego- 
ries on which the award is based. 
These categories of proficiency 
are: new business, gain in insur- 


ance-in-force, new men appointed, 
production of new men, and man- 
month production of the agency 
as a whole. 

Honorable Mention certificates 
were awarded the following gen- 
eral agents for the outstanding 
performances of their agencies as 
runner-ups for the Trophy: Wm. 
Eugene Hays, C.L.U., (Boston), 
E. Clare Weber, C.L.U., (Cleve- 
land), James C. Nute (Man- 
chester, N. H.), C. Vernon Bowes 
(Newark, N. J.) and Lambert M. 
Huppeler, C.L.U., (New York). 
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THE COMPANY THAT FOUNDED MUTUAL 


THE MEN OF KANSAS 
President’s Trophy 
Winners for 1951 

@ 

Ricuarp W. AsH 
FRANKLIN E. BALL 
Tuomas R. CHESCHEIR 
Crystat M. CHITTENDEN 
Cuartes A. Coisy 
Currrorp D. DEAN 
Letton A. Hopces 
Britt HONEYMAN 
Hers LANcsporr, Jr., C.L.U. 
Ropert E. McFartane 
Penpieton A. Minter, G.A., C.L.U. 
Maurice J. Morneau 
JONATHAN D. ScHMIDT 
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Stock Companies 
Boosted Capifal 
(9 43) 688 in ‘51 


Majority of the 33 
Companies Followed 
Stock Dividend Route 


Thirty-three of the 218 stock life 
companies listed in the financial section 
of the forthcoming Little Gem increased 
their capital in 1951 by a total of 
$9,432,688, or 2.84% of the Jan. 1, 1951, 
capitalization of all stcck companies 
listed in the section. Most of the com- 
panies boosting their capital structure 
did so by stock dividends. Others en- 
tered the amounts in their statements 
as “increase of paid-up capital during 
the year.” 

The stock companies shown in the 
Little Gem financial section had a total 
capitalization Dec. 31, 1951, including 
the increases, of $341,392,740. 

Three companies showed decreases. 
Pan-American reduced its capital from 
$192,940 to $93,970. The company sold 
9,897 shares at $10 par. Its statement 
shows a decrease in ledger assets item 
of $247,425 as “paid account of mu- 
tualization.” This amounts to $25 a 
share. In addition there is an item, 
“decrease of paid-in capital during the 
year, $98,970.” Total decreases are thus 
$35 a share. 


Decrease for Farmers Life 


Farmers Life decreased capital from 
$206,800 to $200,000. At $10 par, it re- 
tired 680 shares. Decrease-in-ledger- 
assets items are “decrease of paid-up 
capital during the year, $6,800” and “paid 
for stock retired in excess par value, 
$3,400.” 


Iowa Life went from $212,550 to 
$212,544. 
These companies effected increases 


in capital structure through stock divi- 
dends: Bankers National, Carolina Life, 

Commonwealth, Confederation, Conti- 
nental Assurance, Equitable of Wash- 
ington, D. C., National Equity, North 
American of Chicago, Northern of Seat- 
tle. Paul Revere, Protective, Southern 
Life of Georgia, London Life, Manhat- 
tan of New York, Supreme Liberty, 
Texas Life, Wisconsin National, Bene- 
ficial Standard, Old Dominion, Palmetto 
State. 

These companies effected 
through “increase of paid-up capital 
during the year’: Afro-American, 
American Reserve, Eastern of New 
York, Guarantee Reserve, Philadelphia 
Life, Provident of North Dakota, Sun 
of Maryland, Western Reserve, Mutual 
Savings, Monarch Life. 
Following are the companies that 
made capital increases in 1951, with 
amounts of capital as of Dec. 31, 1950, 
and Dec. 31, 1951: 


increases 


12/31/50 12/31/51 
Afro-American ....$ 426,600 $ 429,000 
American Reserve . 256,195 258.695 
Bankers National . 1,000,000 1,050,000 
Beneficial Standard 302,808 1,000.000 
Carolina Life ..... 800,000 000,000 
ommonwealth .... 1,500,000 2,000,000 
Confederation ..... 400,00 800,000 
Continental Assur.. 4,00,000 5,000,000 
2 Sa or 42,640 552,500 
MMBtEIN 2... ee we 185,315 191,664 
Equitable, D. C 800,000 1,000,000 
armers Life ..... 206,800 200,000 
Guarantee Reserve 200,011 214,259 
Independent L. & A 500,000 1,000,000 
Iowa Life ........ 212,550 12,5 
London Life ...... 0,00 1,000,000 
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ENLISTING COOPERATION IS KEY 





Heads of Local Civic Groups Deliver 
Audiences for Insurance Lectures 


NEW YORK — The disappointingly 
small attendance at the recent Indian- 
apolis forum for adult education on 
life insurance should not discourage 
similar ventures, for the record shows 
that it is entirely possible to get excel- 
lent turnouts if the right precautions 
are taken, according to Mrs. Marion 
Stevens Eberly, director of the wom- 
en’s division of the Institute of Life 
Insurance. The main thing, says Mrs. 
Eberly, is to be sure to get the co- 
operation of leaders in various local 
groups so that they in turn will take the 
lead in stirring up interest among their 
members. What can be done when this 
procedure is followed is shown by the 
record of finance forums for women, 
mainly sponsored by banks, or_ the 
General Federation of Women’s Clubs, 
in which the institute has cooperated. 


Helped with 167 Forums 


To date, the institute has helped with 
167 forums with a total audience o 
38,551, or an average of 230. At these 
forums there were 45 speakers from 
local life underwriter associations and 
six from life company home offices. 
Mrs. Eberly addressed 33 forums and 
Donald F. Barnes, the institute’s direc- 
tor of promotion and advertising, ad- 
dressed two. 

It is important, according to Mrs. 
Eberly, to get the local group leaders’ 
cooperation not just for the sake of the 
interest they will arouse among their 
members but as a means of selecting @ 
date and even a time of day that will 
not conflict with meetings of other 
groups. Obviously, a forum is likely to 
lose quite a slice of its potential attend- 
ance if it finds itself competing with a 
meeting of a church group, women’s 
club, league of women voters, parent- 
teachers association, and the like. 


Agents Could Be Sponsors 


Banks and trust companies have done 
more in sponsoring these finance forums 
than any other financial institutions but 
there is no reason why a local life un- 
derwriters association could not act as 
sponsor, Mrs. Eberly believes. 

In planning for a forum, the banks 
have found that the most _ successful 
procedure is to get the various group 
leaders together at a luncheon, but it 
could be just as well done at an office 
conference. Not only should the heads 
of church groups, women’s clubs, wom- 
en voters, P.T.A. and business and 
professional women be invited but the 
librarian of the public library, the prin- 
cipal and home economics teacher of 
the high school, the heads of the local 
nurses’ association and local social serv- 
ice associations should be included. 

Discussion first centers around the 
question: “Would this be a public serv- 
ice?” If the sentiment is favorable, and 








12/31/50 12/31/51 
Manhattan, N.Y. .. 440,000 500,000 
Monarch, Canada . 380,500 383,610 
Mut. Savings, Ala.. 422,402 496,025 
National Equity 105,000 210,000 
No. American, Ill... 500,00 1,000,000 
Northern, Wash. .. 600,000 1,200,000 
Old Dominion .... 31,150 124,600 
Palmetto State .... 150,000 200,000 
Pan-American 192,940 93,970 
Paul Revere ..... 2,300,000 4,600,000 
Philadelphia Life . 00,000 850,000 
Protective ....... 1,000,000 1,500,000 
Provident, N. D. .. 343,488 375,000 
Southern of Ga. ... 311,280 350,000 
San, MG. on k sss 2,050,000 2,100,000 
Supreme Liberty .. 500,000 50,000 
Texas Life ........ 400,000 500,000 
Western Reserve .. 200,000 300,000 
Western States ... 339,775 340,275 
Wisconsin National 400,000 1,000,000 





Total ae all cl 
panies makin 
increases ... 8 503,349,454 $32,782,142 


it always is, then there is the question 
of what would be the best day, whether 
the meeting should be held in the morn- 
ing, afternoon or evening, what sub- 
jects the leaders’ group feels should be 
covered. 


SPEAKERS 








For example, should the program 
cover just life insurance, social secu- 
rity, trust company and banking mat- 
ters, or should there be a lawyer to 
speak on wills and the dangers of joint 
ownership? Also there is the matter of 
speakers. Local talent can usually be 
had at less cost and may be just as 
good as experts from out of town. How- 
ever, the out-of-town authority is likely 
to get a bigger publicity play. Often the 
best plan is to have an outside “big 
name” for the first meeting and local 
talent for the rest. 

By the time the group has gone over 
all these considerations they feel, usu- 
ally with considerable enthusiasm, that 
it is their project and not just something 
that has been dished up for their mem- 
bers to take or leave alone. 

Newspaper publicity can readily be 
had and the best strategy by far is to 
play up the cooperating organizations, 
thereby keeping the limelight on the 
people who are accepting the responsi- 
bility of delivering the audience. 


Must Get Cooperation 


Mrs. Eberly emphasized that it is im- 
portant to get people outside the life 
insurance business to take this respon- 
sibility for bringing in the audience. 
The leaders of these groups are the 
ones to do the job but they won’t do it 
unless the forum’s sponsors get their co- 
operation. 

Proof of the popularity of these 
forums is that a number of them have 
resulted in requests for repeat perform- 
ances the following year or for differ- 
ent segments of the public. For ex- 
ample, the women might want to have 
sessions run in the evening so that their 
husbands can attend, too. 

The Indianapolis forum was put on as 
a joint venture of the Indianapolis Life 
Underwriters Assn. and Butler Univer- 
sity as part of the latter’s adult educa- 
tion program. Mrs. Eberly believes that 
such a tie-in is excellent. She feels 
strongly that if the known pitfalls are 
avoided there is no reason why such a 
hook-up should not succeed. 


Possible Reasons 


The reasons the attendance fell so far 
below the sponsors’ expectations might 
have been, Mrs. Eberly believes, the 
failure to get in advance the cooperation 
of leaders of local groups, reliance al- 
most entirely on members of the life 
underwriters association to round up an 
audience, and choice of a topic that 
would tend to make agents shy away 
from bringing their prospects and cli- 
ents to the sessions. 

Topic of the forum was “How to Buy 
Life Insurance.’ Mrs. Eberly points 
out that this suggests that the audience 
was going to be shown how to buy life 
insurance without any agent’s help — 
hardly likely to be a popular concept 
among agents. The topic also had the 
disadvantage of suggesting that the 
listener was going to buy more life in- 
surance when it would have been far 
easier to arouse his interest in making 
more effective use of ‘the insurance he 
already had. If families really under- 

(CONTINUED ON PAGE 24) 


Expected Boost in 
Group Casualty 
Rates Still Delayed 


Hancock's Jan. 1 Raise 
Not Followed by Others, 
Despite Need for Advance 


NEW YORK—It isn’t often that 
what doesn’t happen constitutes news 
but that’s the situation in group casu- 
alty sales today. 

What isn’t happening is the general 
rise in rates that was supposedly going 
to follow the increases, ranging from 
15 to 25% that John Hancock made 
Jan. 1. 

For quite a while there has been no 
doubt that group casualty rates were 
definitely too low. Group companies, of 
course, can no longer get together and 
decide on rates as in the old Group Con- 
ference days, but group executives keep 
a sharp eye on what their competitors 
are doing. By late last year, all hands 
were agreed that a rise in rates was 
more than justified but nobody liked to 
be the one to lead the procession, even 
though it was widely believed that if 
one of the major group companies were 
to get its rates up above the general 
i the others would quickly follow 
suit. 


Alert for Increases 


Since the Hancock’s announcement, 
group men have been especially on the 
alert for reports of increases by other 
companies, but to date they have not 
been forthcoming. 

It is true that one company, State 
Mutual, raised its rates effective March 
1, but the move only brought them up 
to the general level of the competition. 

The belief is widespread among group 
men that New England Mutual, which 
recently announced its entry into the 
group life and annuity fields, will also 
get into group casualty after the present 
unsettled rate situation becomes more 
stabilized. In support of this theory they 
point to the extreme difficulty of getting 
any appreciable amount of group life 
business without taking the insured’s 
group casualty coverage. In fact, the 
satisfactory experience on group life is 
often the only thing that makes it pos- 
sible to accept group casualty coverages 
at the present level of rates. 


Union Activity a Factor 


_ Adding materially to the push in driv- 
ing down group casualty rates is union 
activity. Union negotiators, as they 
learn more about insurance coverages, 
are becoming increasingly astute at 
knowing almost to the penny how low 
a rate they can squeeze out of a com- 
pany in the process of pitting one in- 
surer against another. 

Incidentally, a sometimes exasperating 
aspect of these cases and one that results 
in considerable wasted time for group 
departments is that where the broker 
has to kick back all or part of his first 
year commission to the union leaders 
involved. Size of the kick-back may be 
the deciding factor rather than the cost 
or scope of the coverages. The exact ex- 
tent of these kick-back arrangements is 
unknown and officially nobody knows 
that they exist at all. However, reports 

(CONTINUED ON PAGE 24) 
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Josephson Shares Fruits 
of 3 Months’ Planning 


Three years ago Halsey D. Josephson 
received an unusual and extremely valu- 
able present. It 
was three months 
of time between re- 
signing his former 
general agency 
with Mutual Bene- 
fit Life and taking 
up his present gen- 
eral agency wit 


Connecticut Mu- 
tual in New York 
City. It gave him 


a chance to do 
more solid think- 
ing about his job 
than he had ever 
been able to give i 
before, to figure out how to avoid past 
mistakes and do the things he always 
knew should be done but never had had 
the time to do. Mr. Josephson believes 
that whatever success he has had since 
is largely traceable to that three-month 
period. 


Summary of Main Points 


and unfortunately 
charm 
invested 





H. D. Josephson 


Summarized, 
stripped of the conversational 
with which Mr. Josephson 
them, here are his main points: 

If you were going to move your 
agency, aren’t there some of the clerical 
help and some agents you wouldn’t think 
worth taking along? If so, why not get 
rid of them now, even though you're not 
moving? 

Reduce everything about the agency’s 
operation to writing. (Mr. Josephson 
has developed manuals on recruiting, 
training, sales material, production and 
finance and brokerage.) 

Office space: You might conclude that 
time and money spent on lower-volume 
producers have no chance of showing a 
profit so you might decide that the new 
agency should occupy less rather than 
more space, that new recruits will not 
be additions but replacements, that the 
whole theory of expansion on which 
so many general agents have worked 1s 
fallacious and that the sound general 
agent should aim at inadequate rather 
than excess space based on the vague 
hope that the new desks will miracu- 
lously become filled with high-volume 
agents. 


Agency Meetings 

Agency meetings should be better 
planned and give more stress to sales 
techniques and skills, which tend to be 
neglected because of so much stress be- 
ing placed on technical knowledge. 

At the same time, even when the new 
agent was a high school senior, he could 
have understood practically anything 
that’s involved in the life insurance busi- 
ness, so why not make a preliminary 
course in advanced selling a part of the 
agency’s basic and fundamental train- 
ing? These things are no longer ad- 
vanced. They are fundamental to the 
job and good agents in the business 
three months are fully equipped to un- 
derstand them. 

Undue selectivity in recruiting: Maybe 
we've gone too highbrow in recruiting. 
With aptitude tests and other selection 
facilities it isn’t necessary to be so selec- 
tive in the sources of agents. “The 
way to recruit is to utilize every method 
ever thought of, to bring a constant 
stream into your office, and then to let 
the aptitude tests do the rest. The 
simplest way to recruit is to recruit. 
Make it item No. 1 on the agenda, not 
once in a while but all the time.” 


REVISE STANDARDS 


Drop the “country club standards” in 
choosing new agents. To reject an agent 
solely on the basis of his cultural, edu- 
cational, racial or religious background 
means automatically that you’re conced- 








ing that you don’t wish to do business 
with people of that type of background. 
“Our agents are charged only with the 
responsibility of selling life insurance 
where they wish to sell it. We are 
charged with the responsibility of com- 
plete coverage of our communities and 
if your agents need a lesson in tolerance, 
give it to them.” 

Review your own virtues and your 
own limitations: “You’re good at some 
things and poor at others and the job 
of being agency head is so big and so 
complex that no one man can be a top- 
notcher at everything. You might de- 
cide, then, that you’re going to stop 
knocking your brains out; that you’re 
going to do the things that you do best 
and delegate to others the things that 
you don’t do so well. You might de- 
cide that the best chance for a successful 
agency operation and for your own per- 
sonal happiness is to settle for what 
you’ve got and make the best of it.” 


Operational Pressure 


Extreme pressure of operational duties 
is responsible for many mistakes made 
by general agents and almost all omis- 
sions. “You might decide that somehow 
you're going to rid yourself of the bulk 
of your operational duties, that you’ve 
just got to have enough help to allow 
you to be the general agent in fact as 
well as in name.” 

Mr. Josephson pointed out that it 
takes time and patience to win the total 
support of one’s agents, to give them the 
help and recognition and friendship they 
need so desperately. Yet the general 
agent can’t accomplish these aims when 
he is fighting an hourly battle with the 
clock. 


Some years ago Mr. Josephson came 
to the conclusion that a lot of the trouble 
in this area was due to having a desk, 
so he got rid of it. He found that it 
had become a constant reminder of un- 
finished business, a collector of useless 
material, and a barrier between him and 
a prospective agent or even an estab- 
lished agent. Realizing that about 90% 
of his productive time was spent in talk- 
ing to people, he eliminated the desk and 
hasn’t had one since. “My office looks 
like a living room—which is exactly 
wey I think it should look like,’ he 
said. 

As part of the important matter of 
making the agent proud of his agency, 
the general agency would decide of 
course to make the agent’s success his 
own personal responsibility and to do 
everything within his power that came 
within the general heading of one man 
doing a good turn for another, And he 
might also decide that part of his time 
as agency head must be devoted to im- 
proving the institution of life insurance. 





Farm Bureau Policyholders 


Plan Advisory Committee 


The Farm Bureau companies on 
April 18-19 will be hosts to 300 of their 
policyholders, one representative from 
each sales district, who will convene at 
the home office to talk over ways of 
best serving the common needs. The 
delegates were elected by policyholders. 
They are scheduled to discuss how an 
advisory committee should be organized 
for communication between the policy- 
holders and the companies and what 
the companies should be doing in eco- 
nomic, social and governmental fields. 





Judd C. Benson, manager home office 
agency of Union Central, Cincinnati, 
addressed the Insurance Society of Ohio 
State University Monday on “Life In- 
surance in the New Economy.” 










<The 
COMMONWEALTH 


Commentary 


Home State Leadership 














Figures released by the department of Insurance 


show not only Commonwealth’s leadership in the 


sale of new ordinary and weekly premium busi- 


ness in the state of Kentucky but also that Com- 


monwealth’s aggregate gain of both ordinary and 


weekly premium business surpasses the combined 


total of the next two leading companies by more 


than five and one-half million dollars. 


Such leadership speaks for itself. 


INSURANCE IN FORCE, March 1, 1952 — $547,131,092 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE ¢ LOUISVILLE, KY. 






Hold Texas Life 
Convention Midyear 
Meeting at Austin 


Texas Life Convention held its mid. 
year meeting at Austin with President 
Travis T. Wallace, Great American Re. 
serve in charge. 

R. N. Lewis, Austin, manager oj 
Great National Life and past president 
of Texas Assn. of Life Underwriters 
spoke on behalf of G. Archie Helland 
Connecticut Mutual, San Antonio, cur. 
rent president. He said company off. 
cials and men in the field are Striving 
toward one end. He gave as the objec. 
tives of the association the securing oj 
an insurable interest law, the need for 
an agent qualification law to be deyel- 
oped through cooperation of the com. 
panies and the association and repeal of 
the law which permits the organization 
of a life company with capital of $25,000, 
with a view to requiring $100,000 capi- 
tal and $100,000 surplus. 


Panel Discussion Held 


A panel discussion took up the prob. 
lem of selection of agents, tests used 
physical requirements for the agent, the 
work of supervision, and the problem of 
the man who is approached by the rep- 
resentative of a company other than the 
one with which he has a contract. The 
matter of age in selection was consid- 
ered, and the consensus was that the 
man under 25 is rarely a valuable and 
successful producer. The question of 
the young man who is studying in col- 
lege with the intention of making life 
insurance work a career was brought up 
and it was admitted that something must 
be done along that line. 

Dr. Henry T. Owen, professor of in- 
surance at University of Texas, reviewed 
conditions in that state which adversely 
affect the life insurance man in the field 
and the welfare of the buyer of life in- 
surance. The morning closed with a 
tour of the Texas Insurance Depart- 
ment. 

The afternoon executive session was 
devoted to a study of what companies 
may do to improve the situation for the 
benefit of the buyer of life insurance. 


Associate Section Meeting 


_At the meeting of the associate sec- 
tion with Hilton H. Campbell, Republic 
National as chairman, T. K. Williams, 
manager, renewal department of that 
company, explained the advantages and 
disadvantages of the “terminal digit fil- 
ing. 

Charles E. Gaines, vice-president and 
agency director of Great National Life, 
spoke on “The Missing or Magic Link.” 
He said the problem of the company is 
to so operate in the home office and in 
the agencies that qualified men will be 
attracted and that good men can only 
be kept with the cooperation of the 
home office force and the agency man- 
agers. 

He stressed that the policyholder is 
the most important person to the agent 
and that anything which disturbs the 
relation of the policyholder to the com- 
pany disturbs the agent. He urged that 
the home office men look at the agent 
and learn what he expects and has a 
right to ask. 

Richard Verrill, Research Institute of 
America, spoke of the “Supervisor’s 
Role in a Mobilization Economy.” He 
would ask the supervisor to be able to 
translate the language of the home office 
to the worker in the field. He urged 


that the worker be given credit for 
achievements and that when he must 
be told of his errors or failures that this 
be done in private. 





New Mass. Mutual School 


Massachusetts Mutual Life will launch 


its new home office training school Sept. 
21 to Oct. 1. The course, lengthened to 
include eight full working days, will re- 
place the four-day review school. 
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Record Number Now Sit at 


in M. Brown, London Life, London, Ont.; 
—eners J. Busch, Prudential, Pullman, 


ash. 

Daniel H. Coakley, Jr., New York Life, 
Boston; Raymond H. Collins, Independ- 
ent, Milwaukee; Norman C. Cooper, 
Northwestern Mutual, Greensboro, N. C. 


Allen L. Dickey, Great West, Beverly 
Hills, Cal.; Edward J. Dore, Berkshire, 
Detroit. 

J. Milton Edelstein, Independent, Chi- 
cago 


Henry Ginsberg, Gulf, Miami; William 
S. Gober, Southwestern, Jacksonville, 


Tex. 
P. J. Harvey, Texas Life, Houston. 
Hunter M. Jones, General American, 
Wichita Falls, Tex. 
Herbert V. KibricR, New York Life, 
Boston; Jack C. Krause, Penn Mutual, 


Lansing, Mich. 
Edward Y. H. Leong, United States 
E. Liss, Inde- 


Life, Honolulu; Leonard 
pendent, Philadelphia. 

Jack A. McKnight, Home of New York, 
Grand Rapids, Mich.; Arthur R. Massa, 
Connecticut Mutual, Cincinnati; Richard 
A. Mills, New England Mutual, San 


Diego. 

Robert B. Nathan, Equitable Society, 
Chicago; Thomas Robert Nelson, Penn 
Mutual, San Rafael, Cal. : 

Ambrose J. O'Callaghan, Equitable So- 
ciety, Chicago. 

A. Linus Pearson, Independent, Seat- 
tle; Walter H. Peck, John Hancock, 
Dallas; David M. Prince, Northwestern 
Mutual, Richmond. 

F. William Ries, Canada Life, Pitts- 
burgh. 

Henry Fluegel Silver, Mutual Benefit, 
New York City; Albert A. Simpler, Jr., 
Northwestern Mutual, Wilmington, Del.; 
John M. Sisk, Sr., Bankers of Iowa, Mil- 
waukee. 

Charles W. Wicks, New York Life, 
Fresno, Cal. 

Takao Yamauchi, United States Life, 
Honolulu. 


Life 


S. Morris Abramowitz, Reliance, Balti- 
more; C. Vivian Anderson, Provident Mu- 
tual, Cincinnati. 

Sig H. Badt, Southwestern, Dallas; Wal- 
ter B. Bauman, Ohio National, Chicago; 
Paul Bordlee, Prudential, New Orleans; 
Eldon G. Bradshaw, New York Life, San 
Diego; (Mrs.) Shirley Brakefield, State 
Life of Indiana, Houston; Robert Bril- 
liande, Financial Security, Honolulu; 
Kenneth G. Brown, Canada Life, Ham- 
ilton, Ont. 

Weldon G. Carver, Southwestern, San 
Antonio; Dana C. Clarke, Independent, 
New York City; Ralph L. Colby, Frank- 


(CONTINUED ON PAGE 24) 
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The totals are in for the 1952 Million pn Ww. eee, Rauialie. Society, 
ld its mjg.{ Dollar Round Table and membership is pendent, Wilmineton, Bale wets pinds- 
President} at the record high of 1,065. This is an Independent, Wow Yack ee hatte 
erican Re. increase of 116 over the 1951 member- Robert H. Goldsmith, Connecticut Mu- 
ship, according to Walter N. Hiller, tual New York City; George H. Gruen- 
Mutual. Chi hai del, New England Mutual, Chicago. 
anager of Penn Mutual, icago, chairman. James G. Harding, Northwestern Mu- 
t president Mr. Hiller says that membership com- soar. arr Sal Thomas D. Harvey, 
Be ises representatives from 45 o hie =a ue OR 
derwriters, gels ia” Paeetas oo i ag Royse W. Jackson, Massachusetts Mu- 
e Helland , a ° » tual, Detroit; Elmer Junker, New 
tonio, cur. Canada, Alaska, Hawaii, Venezuela, York Life, Modesto, Cal. 
it of Cuba and Japan. PRs | A Keehner, Massachusetts 
= striving The following list includes all mem- New vies te eae 8. Kibrick, 
the objec. bers qualified after March 10 and who Marcus D. Mason, Northwestern Mu- 
ecuring 9} submitted hora ome up to the dead- tual, New York Sits: Max Matson, 
: s A ate of March 15: Mutua! enefit, eveland; Vincent A. 
> need for line d Miletti, Northwestern Mutual, Newark; 
be devel. Qualifying First Time phate a New England Mutual, 
oe com- Richard J. Ames, Penn Mutual, St. Milton Perlman, Home of New York, 
repeal of] Paul; Barnes G. Anderson, Jr., North- Chicago; John M. Pfeil, Equitable So- 
‘ganization | western, Mutual, Philadelphia; William ciety, Pittsburgh; Richard G. Poindexter, 
of $25 000 Aydelotte, Travelers, Schenectady, N. Y. Northwestern Mutual, St. Louis; Ernest 
) Mba. Bruce QO. Beatty, Excelsior, Toronto; M. Pomerantz, Sun, Philadelphia. 
,000 capi-| wilbur C. Brewer, Franklin, Coral Harold L. Regenstein, Massachusetts 
Gables, Fla.; Frank K. Brown, American Mutual, New York City; John K. Rick- 
Investors, Dallas. ard, Northwestern National, Hutchinson, 
Ralph rare eek  . eannal. Kan. 
NeW SOL Vity > Sea, te SOREN, UGUAraDIS Sidney Salomon, Jr., Crown, St. Louis; 
the prob. ) Society, Philadelphia; Thomas : on- Martin I. Scott, Equitable Society, Los 
nolly, Jr.. Aetna, Stockton, Cal.; Gordon Angeles: Ald H. Smith, Northwest 
ests used| Coryell, Mutual Life, San Francisco 5 P on oo eee orthwestern 
’ » 2 r ’ s ° Mutual, Nashville; Brooks B. Smith 
agent, th Hidon Davis, International Fidelity, 4 i I ; ° : 
. lias; Joh K. Dial, Int tionsj American Investors, Dallas; Harry Stein- 
roblem of | Dallas: nt lat, international er, Equitable Society, Chicago; T. H. 
Fidelity, Dallas; Frank D. Douglas, gteyens, American Investors, Dallas: 
y the rep-] United Benefit, Chicago. ' pho ia mer oe 
‘ a fae - James M. Stokes, New England Mutual, 
* than the Marvin A. Erwin, American Investors, philadelphia; S. Roy Swenson, Provident 
ract. The Detas: W. S. Erwin, American Investors, yutual, New York City a 
* ee Dallas. 3 P % 
IS COnsid- Herman Fishman, Franklin, Detroit. iia” Occidental of California, 
that the Fn ort M. Gamble, John Hancock, Hal Van Cleve, Massachusetts Mutual, 
sta Gustavo Hater, Conteeweres ie “Saat Wall, Union Central, New 
ae a t ee: asd Holler, New York Life, york City; David Warshawsky, Reliance, 
5 1 Col ‘Albert E. Jensen, Penn Mutual, Bur- Cleveland; James E. Watkins, New York 
king life lington, Vt.; Markham “ Johnson, Life, Lake Charles, La.; Gerald F. Weber, 
‘ought up | Fidelity Mutual, Tulsa. ’ Connecticut General, Los Angeles. 
ing must Don C. Kent, Equitable Society,» De- Irvin Yoffee, Continental Assurance, 
troit; Wm. D. Key, Pilot, Columbus, Ga.; Harrisburg, Pa. 
or ofa =r Kroner, John Hancock, New- 
| - | ark. 
reviewed | _ Donald F. Lau, Massachusetts Mutual, Qualifying Repeating 
1dversel Detroit; Victor } Leach, Jr., College Jean Black, Connecticut General, In- 
Y | Life, Raleigh, N. C.; Koon Wah Lee, Oc- dianapolis; Robert L. Blue, Continental 
the field | cidental of California, Honolulu. Assurance, Miami; Williston L. Brad- 
f life in- (Mrs.) Doris Manfield, Independent, way, Equitable Society, Ios Angeles; Col- 
with a Chicago; Harry Y. S. Mau, Occidental of 
D California, Honolulu; Paul J. Meyer, 
epart- | Acme Life, Columbus, Ga.; Jerome S. 
Miller, Guardian, New York City; Her- 
ion was | bert Minn, Travelers, Honolulu. 
A Stelios Nickells, United States Life, 
mpanies | Tokyo, Japan. 
| for the Clyde E. Penland, Pioneer, Columbia, 
mans, ‘Arthur J. Raumann, Guardian, New 
York City; Carl J. Rennekamp, Aid Assn. 
for Lutherans, Seymour, Ind.; Earl G. 
t Robbins, Mutual Benefit, Lexington, Ky.; 
at€ sec- | Guv W. Roberts, New York Life, Delano, 
Republic | Calif.; Arnold Ruud, John Hancock, 
lilliams, | Chicago. 
f tt A. H. Schaller, Pioneer, Augusta, Ga.; 
of that | Lloyd Steadman, New York Life, Los 
zes and | Angeles; Max Stein, Crown, Hamilton, 
igit fil- | Ont. 
Laurence G. Thebaud, Massachusetts 
iin | Mutual, Buffalo, N. Y.; George Twigg, Jr., 
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} Independent, Boston. 

Claude Vickrey, Connecticut Gen- 
eral, New York City. 

. Hayden Wilson, New England Mu- 
tual, Pittsburgh; Robert D. Wright, 
Bankers of Iowa, Alliance, O. 

William S. Ziegler, Ohio National, Chi- 
cago. 


Life and Qualifying First Time 

Chester Ashford, Pacific Mutual, Mc- 
Farland, Cal. 

Henry W. DuBois, Minnesota Mutual, 
Dallas. 

Bernard Feinberg, Aetna, Newark. 
John A, Hill, Aetna, Toledo, O. 

L. P. Pelletier, Mutual of Canada, 
Quebec. i‘ 

Arthur D. Reed, Northwestern Mutual, 
Nashville. 


Life and Qualifying Repeating 


Charles Anchell, New York Life, New 
York City; J. Leland Anderson, New 
York Life, Beverly Hills, Cal.; Raymond 
B. Anthony, Equitable Society, Chicago; 
Karl Bach, Penn Mutual, San Francisco; 
(Mrs.) Mildred P. Behr, Equitable So- 
ciety, Chicago; Myron H. Beitman, Con- 
Fy tinental Assurance, Harrisburg, Pa.; 4 

E. N. Bell, Manufacturers Life, Toronto; 
Ralph George Bosher, Jefferson Standard, 
Virginia Beach, Va.; Francis G. Bray, 
New England Mutual, Houston; Reed W. 
Brinton, New York Life, Salt Lake City. 

Earl V. Carlin, Independent, Colum- 
bus, O.; Oscar E. Carlin, John Hancock, 
Columbus, O.; John E. Clayton, Massa- 
chusetts Mutual, Newark; William T. 
Cline, Continental Assurance, Chicago; S. 

ume Crawford, Manufacturers, To- 
Tonto; Charles A. Cummins, Equitable 
Society, Chicago. 

William D. Davidson, Equitable So- 
ciety, Chicago. 

Herman C. Edwards, Equitable Society, 

icago. 
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Pruning Shears 


Spring is here and all the amateur gardeners, includ- 
ing innumerable insurance men, will soon be out in the 
open with shovels, rakes and hoes, hard at work to 
achieve the garden beautiful. They will dig and plant 
seeds and shrubs and cultivate throughout the growing 


But some of them are of the opinion that to make 
things grow well the most useful tool of all is the prun- 
ing shears. That shrub or tree that the gardener planted 
several years ago and nursed and fertilized from a little 
plant to a full-sized beauty has to be pruned back to 
keep it from growing wild. 
rampant is just as important as to keep it growing. 


Sometimes underwriters, proud of their shrubs which 
have been pruned as well as fertilized, forget to prune 
their prospect lists. Pruning a prospect list often helps 
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Mo. Supreme Court 
OKs “Free” Cover 


on Bank Depositors 


JEFFERSON CITY, MO. — Mis- 
souri supreme court has given its legal 
approval to the life insurance plans 
under which savings banks in co- 
operation with life insurance companies 
provide life insurance protection for 
depositors. : 

The decision was handed down in an 
appeal by the Mutual Bank & Trust Co. 
and Missouri Insurance Co., both of 
them domiciled in St. Louis, from a rul- 
ing by the Cole county circuit court’s 
Judge Samuel C. Blair some months 
ago that held the plan was not author- 
ized by the statutes of Missouri. 

The high court in reversing Judge 
Blair’s findings said that the life insur- 
ance plan is not illegal just because it 
happens to be “novel and unique.” — 

Under the plan in question depositors 
made regular deposits each month for 
50 months and beginning with the first 
deposit the savings goal was protected 
by life insurance for the maximum 
sought. The limit of such life protec- 
tion was $2,000. The bank paid the pre- 
miums for the life insurance. 


General American Plan 


The Mercantile Trust Co. has entered 
into a similar plan with General Ameri- 
can Life, placing that business through 
the general insurance agency of i 
Markham & Co. Missouri Ins. Co. busi- 
ness had been placed direct through its 
home office. : 

The plan immediately brought opposi- 
tion from out-state bankers. The word- 
ing of the original advertisements an- 
nouncing: “Insurance on your life free,” 
came under the fire of the Life Under- 
writers Assn. of St. Louis, and the 
St. Louis Life General Agents & Man- 
agers Assn. " 

The legal suit was filed in the names 
of Banking Commissioner H. G. Shaff- 
ner and Superintendent of Insurance 


Leggett. 


Mich. Legislature Winds Up 
Work: Few Insurance Laws 


LANSING, MICH.— The Michigan 
legislature has wound up its work with 
relatively few insurance measures en- 
acted. A recess was taken until May 





14-16, when it will adjourn unless it is 


necessary to reframe the financial pro- 
gram in order to balance the state’s 
budget. 

One of the measures considered es- 
sential to budget-balancing is an act 
bringing nearly all Michigan-dorniciled 
insurers under the corporation franchise 
fee law on a limited basis. A separate 
bill to tax Blue Cross and Blue Shield 
on a “pre-policy” basis never got out 
of committee. 

The Michigan department was granted 
an operating budget of only $250,800, 
some $65,000 less than was asked by 
Commissioner Navarre and $2,000 short 
of the present payroll, based on recent 
salary raises approved by the civil serv- 
ice commission. 


Investment Extension Passed 


One act which is considered of some 
importance by the Michigan department 
permits life companies to invest in in- 
dustrial real estate, something not here- 
tofore permitted. Such investments, of 
course, are subject to approval of the 
department and must pass rigid require- 
ments as to soundness. 

Also approved was a measure which 
substitutes the commissioners’ 1941 
mortality table for the outmoded Amer- 
ican Experience table. 

A bill to provide compulsory disa- 
bility benefits died in committee. 


California Water & Telephone Co. 
has sold $1,000,000 of 374% first mort- 
gage bonds due 1979 to New York Life 
and Massachusetts Mutual, each of 
which took one half the amount. 
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Inflated Dollar 
Creates Need for 


Business Insurance 


FARGO, N. D.—Warning that 1953 
may bring a renewal of the inflationary 
trend that this country experienced in 
1950 and 1951, Edward Stone, economic 
consultant of the Institute of Life In- 
surance, urged the American public to 
support vigorously the efforts of those 
in Congress who are trying to balance 
the national budget. 

In a talk before the local Lions Club, 
Mr. Stone, who is here to participate in 
the dedication of the new home office 
of Pioneer Mutual Life, said prospects 
now are for a steadying of business in 
the fall as the nation’s economy be- 
comes readjusted to conditions brought 
about by the Korean war and the coun- 
try’s rearmament effort. He pointed out 
that the present readjustment in the 
civilian economy is taking place at a 
time when government orders are help- 
ing to support the economy, so that all 
parts of it are not suffering at the same 
time. 

“But the upward trend of wages and 
taxes,” he went on, “means that we are 
building a new higher plateau for our 
cost structure, below which it would be 


AAIOAUVNLAUOTULACVUEUATOA UGA 


virtually impossible for prices to go 
without wrecking our entire economy. 
This means that part of the loss in the 
value of the dollar cannot be restored; 
it also means that every effort must be 
made and should be made to prevent 
the dollar from slipping still more. In 
other words, it isn’t a depression we 
have to fear, as much as the possibility 
of more inflation in 1953.” 

Mr. Stone told the group of business 
men that the life insurance business 
shared their concern with the nation’s 
over-all economic health. It is not only 
what happens in the inflationary picture 
that holds the answer to the nation’s 
economic health, he asserted, but also 
the ability and willingness of the Amer- 
ican business man to take a chance in 
either starting a business or expanding 
his present one. Here, again, life insur- 
ance has a vital interest in the health 
of the economy, since it is through the 
possession of life insurance that business 
men help themselves by providing se- 
curity for their families and a backlog 
that can be drawn upon in the event of 
necessity. 

“Tt is this easing of the mind, this kind 
of mental security that is so all im- 
portant to all of us as individuals as 
well as to our national economy,” Mr. 
Stone declared. “For it permits business 
men to take risks of business which 
otherwise many of them would feel that 
they could not do.” 


THE 
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Encourages Agents 
to Explore Group 


Normally only about 10-15% of the 
agents of group-writing companies sell 
group insurance, William L’Heureux, 
regional group manager New York Life, 
told the San Francisco C. L. U. Mr. 
L’Heureux said that his company’s ex- 
perience has been a dramatic example 
of what can be accomplished by or- 
dinary agents who have been made 
aware of the potential of group pros- 
pects. Of the first 100 cases placed 
bv the company in its new group opera- 
tion, 89 were written by New York 
Life agents. 

Mr. L’Heureux said one of the biggest 
blocks to group writing by the average 
agent is his fear to go into subjects 
with which he is not thoroughly con- 
versant. The speaker said this lack of 
detailed knowledge should not restrain 
the agent from starting a conversation 
which can lead to bringing in company 
group insurance specialists. Most clients 
will realize that group is a specialized, 
time-consuming field that calls for bring- 
ing in a specialist or a group man to 
handle the technical details. Mr. 
L’Heureux said that the best group 
prospect is the manufacturing or service 
organization with 150 or more employes. 
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It's true that Life Insurance has done a wonderful job 
of helping people build their security plans and holds 
the respect and confidence of the American people. 


But the figures show that the average Life Insurance 
per family is less than the average annual income per 
family, and so long as that's true, none of us have too 
much to boast about. We're going to work! 


The NATIONAL LIFE 
LiKe AN OL OJ EDI DIAM D 


 [nouame (Ganpea 






INCORPORATED 





BorlueNly Tiel 
TO BE DONE 


; We're right proud,—and, we guess, sometimes a bit 
immodest about our progress over the years. We sus- 
pect some of the rest of you are, too. 


NASHVILLE, TENNESSEE | | | 
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O'Leary Traces Yield 
Trends of Various 
I'ype Institutions 


_A comparison of the trends of yields 

of various types of institutions, by Dr, 
James J. O’Leary, director of Invest. 
ment Research of Life Insurance Assp, 
of America, published in the winter issye 
of the Duke University law school’s Law 
and Contemporary Problems, is now 
available in reprint form. It is the 
first time that yields for the varioys 
types of savings institutions have been 
put together on a comparable basis. 
This has made some interesting com- 
parisons possible, even though the avail- 
able data do not make possible an 
entirely exact comparison. 
_ A section of the study discusses the 
implications of yield trends in respect 
to their effect on investment policy and 
on general operating policy. 

On investment policy, each of the 
financial institutions responded in_ its 
own way to the decline in yields. The 
savings institutions all felt the decline 
during the 1920’s but it was gradual, 
did not reach large proportions, nor 
did it effect all markets for loanable 
funds. The cheapness of common stock 
money, particularly in the latter part of 
the decade, brought about a considerable 
volume of bond refunding with stocks, 
A liberalization of the New York in- 
surance law was enacted in 1928 per- 
mitting domestic life companies to in- 
vest up to 2% of assets in preferred 
stock meeting certain standards, sub- 
ject to a 10% limit of the outstanding 
preferred of any one issuing institution, 


Allowed Unsecured Obligations 


_ The law was also changed to permit 
investment in certain unsecured obli- 
gations of corporations. 

Savings banks were also granted 
broader investment outlets the same 
year. This alleviated the mild shortage 
of suitable investments. Nevertheless 
interest rates kept going down and re- 
covery did not occur, at least in any 
volume, until 1947. ; 
_ The imbalance between the flow of 
investment funds and the demand for 
capital was a factor in encouraging use 
of direct placements which now account 
for a large portion of all the non- 
governmental bonds held by life com- 
panies. 


Further Liberalizations 


Secondly, many state legislatures were 
encouraged to further liberalize invest- 
ment restrictions governing savings in- 
stitutions, mostly by changing life in- 
surance laws. New York changed its 
law in 1938 to prevent investment up to 
10% of assets in housing developments 
and again in 1946 to permit the invest- 
ment of 3% of assets in real estate. 
Finally, last spring the New York law 
was amended to permit investment in 
common stocks subject to certain qual- 
ifications, of not more than 3% of assets 
or one-third of surplus whichever was 
less. The laws of many states have been 
amended to permit a proportion of 
assets, usually 5%, to be invested at the 
discretion of the life companies. 

Mr. O’Leary traces the rise in govern- 
ment bond holdings during the 1930's 
and later during the war. 

As for effects of yield trends on 
operating policy, Mr. O’Leary points out 
that it caused life companies to reduce 
dividend rates on existing policies and 
the rate guaranteed in new policies, 
thereby making life insurance more 
expensive to the policyholders. The 
same factors require mutual savings 
banks to cut interest on savings ac- 
counts. Commercial banks resorted to 
a so-called “activity charge” on check- 
ing accounts and the sale of checks for 
small amounts. Dividend payments to 


stockholders were drastically curtailed 
in the early 1930’s and while some im- 
provement has occurred since the war 
the rates on most bank stocks are still 
comparatively low. 
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Lincoln Sees U. S, 
Social Security 
Nearly Out of Hand 


Leroy A. ‘Lincoln, chairman of Metro- 
politan, told American Bar Assn. mem- 
bers at Louisville that the activities 
of the government in the field of social 
security are getting out of hand and 
need a thorough study and reappraisal. 
He said that Congress lacks a _ well- 
coordinated, long-range policy in this 
direction and has difficulty in avoiding 
any extensions of social security urged 
upon it. 
and help of the best minds the country 
can marshal to make sure that ill- 
considered extension of payments, now 
at the level of $7 billion yearly, do not 


seriously damage the nation’s economy. | 


He outlined the problem as that of 
keeping programs from getting out of 
hand and from being extended into 
areas beyond the appropriate boundaries 
of government action. He saw competi- 
tive overlapping between the old age and 
survivors insurance program, the public 
assistance program, the railroad retire- 
ment act, the VA programs, and the 
civil service and similar state programs 
for employes as being dangerous. He 
said that if the level of social security 
benefits leaves little room for individual 
or private group effort, then it is too 
high. “Under those circumstances it 
would be discouraging individual effort 
and weakening individual responsibility 
rather than strengthening and supple- 
menting such effort. Where the line 
should be drawn requires the wise bal- 
ancing of many factors and any answer 
is affected by changing conditions,” he 
declared. 

Mr. Lincoln treated the inconsistencies 
in federal tax policies, saying that al- 
though benefits payable under OASI 
and the railroad retirement act are not 
subject to federal income tax, payments 
which an individual may provide for 
himself through an individual annuity 
which he may receive from his em- 
ployer’s retirement plan are subject to 
income tax. He commented that this 
is hardly a situation conducive to in- 
dividual and private effort to provide 
old age income security. 





Shoul, Persons Honored by 
First Mutual Life Policies 


The first accident expense policy to 
be issued by Mutual Life went to Jacob 
W. Shoul, Boston, perennial top agent 
for the company. No 1 disability policy 
in the new series went to Henry W. 
Persons, Chicago manager, whose agency 
has ranked first every year since 1947. 





Rules Policy Loan Does Not 
Create Debtor-Creditor Role 


A decision of Pennsylvania supreme 
court, eastern district, reversed judg- 
ment of the trial court and ruled that 
an insurance policy loan does not create 
a debtor-creditor relationship between 
the insured and the insurer. It was 
ruled that the beneficiaries in this case 
were entitled only to the net proceeds 
of the policies. The trial court had held 
that the beneficiaries were entitled to 
reimbursement from the general estate 
in order that they should receive the 
full face amount of the policies. 

This case, in re estate of Schwartz 
was reported in CCH 15 (Life) 270. 
Judge Stearne stated in his decision that 
the question involved was whether a 
policy loan upon a life insurance policy 
is a debt of such a nature as enables 
the designated beneficiary, upon insured’s 
death, to require the loan to be repaid 
from the insured’s general estate, thus 
enabling the beneficiary to receive the 
full insurance proceeds. 

The decedent, George J. Schwartz, 
was insured by two policies of life in- 
surance, each in the amount of $5,000. 
He named two of his daughters. bene- 


Congress needs the support | 








ficiaries in one policy and in the other 
he designated his first wife. Neither 
policy reserved the right to change ben- 
eficiary. Each policy obligated the 
company to make loans to the insured to 
the limit of its cash surrender value. 
Loans were granted in the aggregate 
amount of $3,466. 

The judge said that although there 
was no reported case in the jurisdiction 
deciding the question, the courts of at 
least six other jurisdictions have con- 
sidered the problem and unanimously 


agreed that a loan granted pursuant to 
a policy right does not create a debtor- 
creditor relationship. 





Support Voluntary Medical 
Plans, A.M.A. Head Urges 


“The prepayment system for medical 
care is here to stay; the only question 
is whether it should be voluntary or 
compulsory,” Dr. Louis H. Bauer, pres- 
ident of American Medical Association, 





told Tennessee Medical Assn. at Knox- 
ville. He advised medical practitioners 
to “give 100% cooperation to voluntary 
health programs or a compulsory plan 
may be forced upon us.” 





North American Reassurance has 


moved its home offices to the 31st 
floor, Chrysler building, New York 
City. 





Peoples Life of D. C. has promoted 
T. R. West, Suffolk, Va., to staff super- 
intendent. 





i own ite insurance is to have success 


of a most basic sort 


99 


A message suggesting a point of view especially helpful to younger men, by CHARLES E. WILSON President, General Motors Corporation 


“Quccess for the individual, I think, 
comes down to three very per- 
sonal things. It is accomplishment. It 
is freedom. And it is satisfaction. 
“That being the case, the man who 
has started a life insurance program has 
achieved success ef a genuine order. 
“He has taken the first step along 
today’s straightest road to family 
security. And that is accomplishment. 
‘He has found new freedom from an 
economic worry that often holds men 
back in their undertakings. 
“And he enjoys the satisfaction which 
comes when we put first things first. 
“Today, more than 80 million Amer- 
icans own life insurance. Aside from 
the advantages this represents to so 
many, it is reassuring for another rea- 
son. It means that in these times when 
individual initiative is often valued too 
lightly, 80 million Americans have had 
the courage and practical good sense to 
provide for themselves on their own.” 


* 


WHY POLICYHOLDERS ARE 
sO LOYAL TO 
NORTHWESTERN MUTUAL... 


This company is one of the six largest. It 
has more than 90 years’ experience and an 
outstanding reputation for low net cost. 

This emphasizes that there are significant 
differences among life insurance companies. 
It is one reason why each year nearly half 
the new life insurance issued by this com- 
pany goes to those already in the North- 
western Mutual ‘‘family.” 

Have you reviewed your life insurance 
program within the last two years? It would 
be wise to do so. You'll find real advantages 
in calling upon the skill and understanding 
of a Northwestern Mutual agent. 


KARSH, OTTAWA 





A NORTHWESTERN MUTUAL Po.icyHoLDER. Mr. Wilson’s first life insurance was a gift from his 
Sather on his 21st birthday, while he was a student apprentice in engineering. Mr. Wilson now owns 
8 Northwestern Mutual policies. 


Zhe NORTHWESTERN MUTUAL 4/6 surance Company 


MILWAUKEE. WISCONSIN 





APPEARING IN: SATURDAY EVENING POST, MARCH 8; TIME, APRIL 21; NEWSWEEK, APRIL 7; SUCCESSFUL FARMING, APRIL 
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erving a GREAT People in a 
GREAT Section of our 


Nation... the SOUTHWEST 


Great Southern Life and Great South- 
erners are working hand in hand for the 
welfare of men, women, children and 
families in the four great states com- 
prising Great Southern Territory. 


Together, they have an established 
reputation for service, strength, pro- 
gressiveness and security that is bring- 
ing more and more policyowners into 
the Great Southern fold every year. 


Great Southern offers career life un- 
derwriters unexcelled opportunities in 
their chosen field. In addition to ex- 
cellent sales tools and a portfolio of 
life insurance plans to meet every 
need, Great Southerners participate 
in a most comprehensive, non-contrib- 


utory AGENTS BENEFIT PLAN. 


The Great Southern Plan 


1... builds a substantial retirement income 
for life. 


2... provides for an unlimited life insurance 
death benefit, which becomes payable 
as 


3... disability income in event of total and 
permanent disability before retirement. 


4... provides generous hospitalization and 
surgical benefits for himself and his 
immediate family. 


GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON 1, TEXAS 

















All-American of 
Chicago Completes 
Big Financing Goal 


All-American Casualty of Chicago 
has closed its sale of an additional 1 
million $1 par value shares, offered at 
$3 per share. This gives the company 
a financial structure of $4,250,000 of 
which $2 million is capital, and $2,250,- 
000 net surplus. 

Shares were sold in two public offer- 
ings, the first 1 million being sold at 
$2, and the second at $3. The comple- 
tion of this sale marks a record in the 
financing of new A. & H. companies, 
and the financial structure is unusually 
impressive. 

M. A. Kern, president and organizer, 
was formerly head of Alliance Life and 
with him in the organization of All- 
American are many of his former asso- 
ciates in Alliance Life, such as A. J. 
Schmidt, L. A. Peters, G. L. Bechtold, 
F. A. Peters, and M. F. Grimes. 

A recent addition to the staff of the 
All-American is E. E. Ballard, executive 
vice-president in charge of sales. Mr. 
Ballard was with Jefferson National 
Life of Indianapolis, where he built an 
effective sales organization. Mr. Ballard 
had formerly been with Mr. Kern in 
the early years of Alliance Life. 

All-American is licensed in Alabama 
and Texas in addition to its home state 
of Illinois. A line of policies is being 
offered to appeal to the higher income 
class. For instance there is a catas- 
trophe contract for $5,000 with de- 
ductibles of either $200, $300 or $500 
and this is on a family basis. Then 
there is a contract that has been called 
the “Challenger” and that is designed 
for business and professional men. This 
provides lifetime indemnity for both 
total and partial disability; it is par- 
ticipating; All-American will write up to 
$600 per month. There is $25,000 prin- 
cipal sum and double indemnity for ac- 

cidental death by automobile and double 
indemnity for disability in an automo- 
bile accident. 





Eminent Speakers Grace 
New York C.L.U. Forums 


Lt. Gen. Leslie R. Groves, retired, 
who is now a vice-president of Reming- 
ton Rand, declared at the annual forum 
on current economic and social trends 
sponsored by the New York C.L.U. 
that U. S. international relations all 
over the world have been seriously im- 
paired by the United Nations organiza- 
tion. Mr. Groves held that the UN has 
been very solicitous of Russia and Rus- 
sian “spies’ in the U. S. 

Benjamin J. Buttenwieser, former as- 
sistant high commissioner for Germany, 








seals the sale. 
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tisf 
are Pacific Mutual’s complete personal protection plans. 
One reason — ACCIDENT & SICKNESS DISABILITY INCOME 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 
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urged the unification of that nation on 
a sound basis. He felt Germany should 
be integrated into the western com- 
munity of nations and should and could 
participate in the armed forces of that 
group without danger of a German army 
being recreated. 

Robert S. Byfield, economist and 
member of the New York Stock Ex- 
change, said that the nation’s policy of 
containing and countering communism 
has been made vastly more difficult be- 
cause of the U. S. attitude toward for- 
eign investments over the past 20 years, 
He said that the use of foreign invest- 
ments as a kind of political instrument 
for purposes of campaigning for public 
office has boomeranged against the 
government. 


Taxes Absorb Life 
Investment Gains 


Institute of Life Insurance statisti- 
cians have determined that almost the 
entire gain in investment earnings by 
the U. S. life companies during 1951 
was absorbed by the greater federal in- 
come taxes. The net rate of interest 
earned on invested funds before taxes 
rose to 3.18% compared to 3.09% in 
1950. The 1951 earning rate after taxes 
showed a negligible increase to 2.98% 
from the 2.97% the year before. Fed- 
eral income taxes incurred in 1951 
amounted to $125 million, about 75% 
more than 1950. 

The 1951 rate, while the highest for 
several years, was still materially below 
the rate prior to the early 40s. The 
institute attributes the rise in the 1951 
rate largely to portfolio changes, rather 
than to the important shift in interest 
rates which developed during 1951. The 
general upswing in rates was too recent 
to have had much effect on earnings but 
will show up later. 








Life Institute Reports 
Record Year for Juvenile 


There was more juvenile life insur- 
ance sold during 1951 than in any other 
year on the lives of children under 15 
years of age, Institute of Life Insur- 
ance estimates. American families last 
year bought $3,000,750,000 of life insur- 
ance on the lives of children under 15. 
There was some $2 billion of juvenile 
industrial, representing more than one- 
third of all industrial life purchases. 
Ordinary purchases on youngsters under 
age 15 amounted to $1,750,000 or nearly 
1/10th of all ordinary purchases. 





John H. Patrick, Burlington, Vt. 
business man and former state senator, 
has been elected a director of National 
Life of Vermont to succeed the late 
Dr. John M. Thomas. 
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International A. & H. 
Assn. Convention 
Plans Announced 


International Assn. of A. & H. Un- 
derwriters will hold its 1952 convention 
at the Berkley-Carteret hotel, Asbury 
Park, N. J., June 16-18. 7 : 

Charles J. Zimmerman, managing di- 
rector of Life Insurance Agency Man- 
agement Assn. will address the opening 
session Monday morning, June 16, and 
will keynote a program that has been 
closely tied to the educational and inspi- 
rational needs of the personal producer. 

Also on Monday’s program are 
Francis Walton, field director of Mutual 
Benefit H. & A., and Con McCole, dis- 
trict manager of Mutual Life of New 
York and former mayor of Wilkes- 
Barre, Pa., who will address the lunch- 
eon session. : 

Speakers at Tuesday’s session will be 
Clayton Walton, manager of Monarch 
Life at Seattle, and George Francis, Na- 
tional A. & H., Atlantic City. 

There will be special sessions of the 
Leading Producers Round Table under 
the chairmanship of Joseph L. Cowan of 
Baltimore, and of the women’s division. 
The council meeting will be held 
Wednesday morning and the banquet 
that evening. A feature of the banquet 
program will be the presentation of the 
Harold Gordon Memorial Award to the 
man of the year in the A. & H. field. 

The Asbury Park convention is being 
sponsored by the New Jersey, Brook- 
lyn, Philadelphia and Baltimore asso- 
ciations through a committee headed by 
Richard Caldwell, general agent of U. S. 
Life at Newark, and Thorn W. Mock, 
president of National A. & H. of Phila- 
delphia. 


New L.LA.M.A. Book Lists 


Sources of Agent-Prospects 


L.I.A.M.A. has published a Recruit- 
ing Self-Starter which lists specific sug- 
gestions for recruiting agents from the 
following seven general sources: friends, 
acquaintances, and personal contacts; 
centers of influence; present agents, as- 
sistants and staff; advertising; direct 
mail; personal introduction, and young 
men and women. 

The introduction restates the need for 
continuous recruiting, and in another 
section, space is provided to record re- 
cruiting progress for the year. 





Praise East for Successful 
Central New Mexico Meet 


The 100 delegates present at the an- 
nual sales congress of the growing Cen- 
tral New Mexico Life Underwriters 
Assn. at Albuquerque registered their 
enthusiastic approval of the program 
with a rising vote of thanks for David 
D. East, general agent Occidental Life, 
president of the association, who ar- 
ranged the program. 

Among the speakers who gained a 
great deal of attention was Murray 
Projector, Equitable Society, El Paso, 
who warned agents against imitation 
of other agents. It is his thesis that 
each agent should do what fits his own 
personality and to be consistent at it. 
He advises following the lead of athletes 
who analyze themselves, and overcome 
those weaknesses which are inherent 
by playing up their natural strengths. 

Dewey Mason, general agent Occi- 
dental of California, ‘Riverside, Cal., 
warned against the temptation to grow 
analytical as one grows older by meas- 
uring the fine power of other people by 
one’s own insolvency. 

Lyman C. Baldwin, vice-president and 
Superintendent of agencies Security 
L. & A., Denver, claimed that the big 
companies are paying too much at- 
tention to large policies. He commented 
that the common man is the backbone 
of the nation and small policies are 
the samples that lead him to buy pro- 


agencies of the western home office of 
Prudential, said that the business man 
is manager, secretary, treasurer, and 
salesman all in one. He indicated that 
few agents fail because they can’t sell, 
but they fail because of poor manage- 
ment, poor records, and poor money 
control. 


Pacific Mutual Life has appointed 
Dwane G. Mikelson assistant manager 
for the new regional group office at 
Cincinnati. Mr. Mikelson joined the 


company at Cleveland in 1950. 


Policyholder Deaths 
Highest Since 1949 


The death rate among the 86 million 
U. S. policyholders increased in 1951 
to the highest figure in three years, 
though still lower than for any year 
prior to 1949. Institute of Life Insur- 
ance figures show that the 1951 rate 
was 638 per 100,000, compared to 622 
in 1950, a record low figure. Heart 


disease continued to be the top killer, 
accounting for the greater part of the 
year’s deaths. More than half of all 
deaths among policyholders were caused 
by diseases commonly classified as heart 
diseases and over two-thirds were from 
heart and cancer. In 1951 the death 
rate among ordinary policyholders was 
613 and among industrial policyholders 
was 656. Accidents, war deaths, pneu- 
monia and influenza deaths increased 
while tuberculosis and diabetes showed 
a record low rate. 





PHOENIX MUTUAL MEN ARE 


LARLLA-/ RAINED 


Years of experience are back of the continuous course of training which 
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Phoenix Mutual offers to its carefully selected career men. 


1. PRELIMINARY BASIC AND FIELD TRAINING 


The new salesman is thoroughly grounded in the fundamentals 
of life insurance and life insurance selling by experienced men 
who -are competent to train others. Guidance in the field by 
salaried managers and supervisors for a full two-year period. 


PROGRESSIVE FIELD. INTERMEDIATE TRAINING 


An organized study course employing conference and clinic 
methods — including group: demonstration, observation and 
correction. This intensive training in office and field is designed 
to broaden technical knowledge and improve sales ability. 


ADVANCED TRAINING 


A carefully planned program of training in specialized subjects 
for the man who desires to raise himself to the professional 
level. Designed to develop skill in estate planning and the sale 
of business insurance. Encouragement offered for attainment of 
Chartered Life Underwriter designation through organized study 
courses and company financial assistance. 


From initial training to advanced stages, the Phoenix Mutual man is given 
experienced guidance that insures his continuous progress in life insurance 
knowledge and skills. He is confident he can look forward to career training 


that will lead to professional accomplishment. 





To secure maximum benefits from its own training program, Phoenix 
Mutual prefers that additions to its sales force have no previous life 
insurance experience — and pursues a firm policy of making all man- 
agement appointments from within the company’s organization, 
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A. &H. Riana: will 
Hold Educational 
Seminar May 7-8 


3ureau of A. & H. Underwriters will 
hold an educational seminar May 7-8 
at Hotel Biltmore, New York. 

The morning of the first day will be 
devoted to a discussion of hospital ex- 
pense insurance. Robert W. Carey, 
New York Life, will present a 1952 an- 
alysis of hospital expense insurance. 


Douglas J. Moe, United States Life, will 


speak on underwriting considerations; 
A. P. Dowlen, Republic National Life, 
on claim trends; L. A. Orsini of the 
bureau. staff on hospital admissions 
plans; Carroll J. McBride, Travelers, on 
“Regulatory Considerations Affecting 
Hospital Expense Insurance;” Paul W. 
Stade, Lumbermen’s Mutual Casualty, 
on “The Miscellaneous Expense Provi- 
sion,” and E. A. Hauschild, Security 
Mutual Life of Binghamton, on “The 
Need for a Hospital Expense Program 
in a Company’s Portfolio.” 

Speakers the afternoon of May 7 will 


include Gerald S. Parker, Guardian 
Life, on “1952 Analysis of Health Ins 
surance;” Alfred W. Perkins, Union 

































re in the eighteenth 
century, Sir William Black- 
stone published his famous 
“| © 6‘“‘Commentaries.” Today your 
79 lawyer still refers to these basic 
principles for sound precedent. 
He combines them with his 
specialized knowledge to guide 
his clients wisely and well. 

Our hats are off to your 
lawyer. His sage counsel serves 
your community in the cause 
of justice. 


ANOTHER GOOD COUNSELLOR 


Like a lawyer, a Mutual Benefit 
Counsellor bases his advice 
upon sound precedent. 

Using Mutual Benefit’s ex- 
clusive Analagraph, for ex- 
ample, he detects future finan- 
cial trouble spots. Then, from 


THE 


His Words Made 


Justice Practical 




































the variety of plans at his dis- 
posal, he recommends the right 
plan to meet each client’s 
specific requirements. 


SPECIAL PLAN FOR LAWYERS 


Many lawyers have profited 
from the advice of a Mutual 
Benefit Counsellor. That’s be- 
cause he takes into account 
their special situation ... and 
shows them how to protect 
their professional future. 
Thousands of lawyers—and 
other professional people— 
regard the Mutual Benefit 
Counsellor as an asset to finan- 
cial welfare in the community. 
He has earned the trust of 
lawyers and other professionals 
by his experience and knowl- 
edge as a business adviser. 





MUTUAL BENEFIT LIFE 


INSURANCE 


COMPANY 


QRGAMIZTED FM 10468 + 300 SROAOWAY, NEWARK, NEW JERSEY 








Mutual Life, “Non-Cancellable Insur- 
ance;” Francis J. Haran, Cauneenes 
General Life, “Conservation in A.&H 
Insurance;” Paul H. Rogers, ‘Aetna 
Life, “Modern Warfare and Its Effect 
on Policy Construction,” concluding 
with a discussion of current regulatory 
problems by J. F. Follmann, Jr., general 
manager of the bureau. 


Stress Major Medical Expense 


The second day will be devoted en- 
tirely to major medical expense insur- 
ance. The discussion will be led by 
David H. Harris, Equitable Society, as- 
sisted by Henry R. Roberts, Connecti- 
cut General; Albert Burgoyne, Liberty 
Mutual, and R. E. Ryan, Royal-Liver- 
pool. "The discussion will include a 
general description of each company’s 
plan, scope of the coverage and reasons 
for any exclusions, factors affecting un- 
derwriting, underwriting procedures, 
claim problems and procedures, general 
administrative problems, and marketing 
and sales. “Regulatory Considerations 
in Connection with Major Medical Ex- 
pense Insurance” will be discussed by 
John F. McAlevey of the bureau staff. 

The entire seminar will be under the 
general direction of P. J. Burns, New 
York Life, as chairman. Neil J. Brown, 
Hartford Accident, chairman of the gov- 
erning committee of the bureau, will 
welcome those attending. 





Continental American 
Preferred, Whole Life Plan 


Continental American Life announced 
at a meeting of its managers and gen- 
eral agents a new special preferred, 
whole life, paid-up-at-age 85 policy de- 
signed for preferred risks in amounts of 
$10,000 or more. The premium for the 
minimum $10,000 policy at age 35 is 
$239.50, at age 40 is $287, at age 45 is 
$348.60. The policy provides guaranteed 
extra protection of 10% of face amount 
in the first year and substantially in- 
creased extra protection in the second 
and later years by use of a terminal 
dividend option. 


Effective Clean-up Fund 


The extra protection feature is de- 
signed to be an effective clean-up fund, 
particularly when the policy is issued 
with family income rider. One of these 
policies issued with a 20-year family 
income rider at age 35 would provide, if 
death occurs in the first year, a guar- 
anteed clean-up fund of $1,000 (10% of 
face amount); $100 per month for 20 
years from date of issue; the full $10,- 
000 face amount. The annual premium 
for this package is $303.10, reducing to 
$239.50 at the end of 20 years and ceas- 
ing at 85. 

The policy accumulates full ordinary 
life cash values. A_ special preferred 
policy issued at 35 accumulates at age 
65 a guaranteed cash surrender value of 
$5,430. With the addition of the ter- 
minal dividend of $240 on the present 
scale, a total cash surrender value of 
$5,670 would be produced. 





Two Join Training Staff 


Howell P. Pettigrew of Spartanburg, 
S. C., and Charles K. Henderson of 
Macon, Ga., have been appointed to the 
training department staff of Life of 
Georgia. 

Mr. Pettigrew, an army veteran, has 
served as secretary and treasurer of 
Spartanburg Life Underwriters Assn. 
Mr. Henderson, a graduate of Mercer 
University, served in the air force dur- 
ing the war. 





New Manufacturers Life Branch 


Manufacturers Life has opened a new 
production office at Montreal with G. 
Robert Planche as manager. 

Mr. Planche joined Manufacturers in 
1945 and has been with the Montreal 
St. Catherine branch. 


Massachusetts Mutual Life has ap- 
pointed William J. Persch district group 
representative for northern New Jersey. 
He has been in the business since 1936. 


Butler, Bohlinger, 


Maloney Race for 
N.A.I.C., Office 


As the day approaches for the an- 
nual convention of National Assn of 
Insurance Commissioners at Chicago in 
June, political skirmishing in behalf of 
candidates for the office of executive 
committee chairman becomes more pro- 
nounced. This is the spot that leads 
in the normal progression to the presi- 
dency after a year of obscurity in the 
toga of “veep.” 

Earliest hat in the ring was that of 
George Butler, life commissioner and 
chairman of the Texas insurance super- 
visory triumvirate. He has a lot of 
hearty support. His obstacle is too much 
Dixie, for a South Carolinian—Murphy 
—is due for the presidency; a Louisiane 
—Martin—graduates to “veep” and the 
Virginian Bowles keeps on being secre- 
tary. Mr. Butler’s partisans dismiss the 
sectionalism argument, however, and 
base their claim on Mr. Butler’s long 
service and popularity. 

There is an eastern bloc that is put- 
ting forward Superintendent Bohlinger 
of New York and then there is a cam- 
paign underway for Maloney of Cali- 
fornia. The latter is the candidate of the 
far western coterie but he also has in- 
fluential supporters elsewhere. 


Whipple Indicates Lenders 
Prefer Direct Negotiation 


Oliver M. Whipple, financial vice-pres- 
ident directing investments of Mutual 
Life, declared at a _ University of 
Buffalo business administration con- 
ference that when a corporation is com- 
pletely free to choose a_ financing 
method, that choice has been exercised 
preponderantly in favor of direct nego- 
tiation with the lender. He declared that 
unless some artificial condition such 
as a competitive bidding requirement 
exists the borrower is free to choose 
whatever method he believes is best 
suited to his means. He said it was 
significant that directly negotiated loans 
have been developed to the _ point 
where they account for more than half 
of all corporate financing compared with 
less than 24% in the period from 1934 
through 1939. More investment banking 
firms are injecting themselves into the 
direct placement field by providing help- 
ful assistance to corporations, accord- 
ing to Mr. Whipple. He added_ that 
about 50% of the total number of pri- 
vate placements are handled through 
investment bankers, a trend of signi- 
ficance. 

Mr. Whipple reported that several 
trustees of large pension funds have 
taken steps recently to become active in 
the direct placement field, and_ that 
smaller investing institutions have also 
participated in some of the larger di- 
rect placements or have financed directly 
smaller borrowers. 








LIFE 
UNDERWRITER 


Progressive midwestern life 
company has an opening for 
a life underwriter to grow 
with the company. Good 
working conditions and rapid 
promotion.. For particulars 
write 


FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 
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Set Full Agenda for 
Accounting Meet 


The agenda has been prepared for 
the conference of Insurance Accounting 
& Statistical Assn. at Cincinnati, May 
19-21. On opening day, Monday, the 
life, industrial life, fraternal and A. & H. 
sessions will be combined into the gen- 
eral session and will remain combined 
until the afternoon when they will hear 
Ralph ‘R. Tukulve, Standard Register; 
Fred C. Heidemann, Guarantee Mutual 
Life, and C. C. Hurd, International 
Business Machines. 

On the morning of the second day 
there will be workshops on numerous 
topics for this group. On Tuesday after- 
noon in the ordinary and fraternal sec- 
tion, the speakers will be Donald R. 
Brush, Connecticut General; William 
Cassara, Southland Life; Kermit Lang, 
Equitable of Iowa, and Joseph Hughes, 
Pan-American. 

There will be life, ordinary and fra- 
ternal workshops on Wednesday morn- 


ing. 
The Tuesday morning A. & H. work- 
shops will have as leaders Thomas Bo- 
Connecticut General; Don G. 

Monarch Life; Eric Bohm, 
Loyalty group, and Robert Savage, 
Wisconsin National. The afternoon 
A. & H. session will feature Edward 
O’Connor, Insurance Economics So- 
ciety, and Herbert Dunkley, North 
American L. & C. 

Members of a panel on Wednesday 
morning on A. & H. statistics for man- 


Atkins, 


agement decisions will be George 
Westermann, George Rogers Clark 
Casualty; D. D. Underwood, Bankers 


L. & C.; J. D. Leinhard, Connecticut 
General; R. A. McIver, Washington 
National; John Bock, Mutual Benefit 
H. & A., and W. J. Ongert, World. 

A formal session of the industrial 
section on Tuesday afternoon will fea- 
ture O. S. Mowat, London Life of 
Canada: Raymond Hunt, Prudential; 
S. G. Kulman, Metropolitan, and Wil- 
liam Knight, Life of Virginia. That 
afternoon, Lester Knopp, National 
Li & A., will be heard. 

Late Monday afternoon there will be 
an exclusively fraternal session at which 
the speakers will be Don A. Talucci, 
Maccabees; Norman Young, Woodmen 
of the World Life, and E. W. Jenkins, 
Protected Home Circle. 


Kirk New General Agent 


for Mass. Mutual at Topeka 


Dean S._ Kirk 
has been named 
general agent for 
Massachusetts Mu- 
tual at Topeka, 
succeeding William 
J. Edmonston, who 
resigned to return 
to personal  pro- 
duction. Mr. Kirk 
is a 1951 graduate 
of the Purdue mar- 
keting _ institute, 
has served on the 
board of the To- 
peka Life Under- 
7 writers Assn. and 
ig;an, army veteran of the last war. 








D an S. Kirk 





an-American Withdraws 
from Guatemalan Field 


Pan-American Life has ceased doing 
business in Guatemala after 30 years of 
operation there. The company had its 
main office for Central America in 
Giatemala City, but only a small office 
wil remain to take care of policies in 
effect and no new business will be 
wtitten. This action has been taken 
befause the company preferred not to 
tae with requirements of the new 
insurance law, particularly the section 
requiring extensive investment of capi- 
tal in Guatemala. John G. Blane, gen- 
eral manager, a long-time American 
Tefident there and a regular attendant 
at the annual meeting of National Assn. 


of Life Underwriters, has given final 
pay and severance checks to all em- 
ployes there in compliance there with 
the labor code. 

Pan-American is said to be the first 
foreign company to withdraw from 
Guatemala because of the new law, but 
it is understood that others may follow. 


NALU Lists Dates as Aid 


to Company Meet Planners 


NEW YORK—As a reminder to 
companies wishing to plan their con- 
ventions so as not to conflict with 





N.A.L.U. meetings, the National Assn. 
of Life Underwriters has put out the 
following list of annual meetings 
thrugh 1956 and midyear meetings 
through 1954: 

1952, annual, Atlantic City, Sept. 8-12; 


1953, midyear, Chicago, April 13-16; 
annual, Cleveland, Aug. 24-28; 1954, 
midyear, Columbus, O., March 22-25; 


annual, Boston, Sept. 20-24; 1955, an- 
nual, Dallas; 1956, annual, Detroit. 





The final meeting of the managers of 
Columbus, O., for the year will be a 
life insurance clinic with Ralph W. 
Hoyer, John Hancock, as moderator. 


McCarthy, Equitable Parting 
Company in Oil Deal 


Glenn McCarthy, Houston, Tex., oil 
and hotel promoter, has resigned as 
chairman of McCarthy Oil & Gas Co., 
which is now under control of Equitable 
Society in consequence of a $34 million 
loan on its properties, to devote his 
full time to a new oil drilling firm he 
is forming, Glenn McCarthy, Inc. 

Equitable reportedly told him he 
would have to give up plans for the 
new venture if he was to continue as 
head of the company which it controls. 





2200 16th Street 


Dear Dick: 


EES:br 





| produced a million 
in a strange community 


Mr. R. A. Harrison, Regional Manager 


Sacramento, California 


March 1, 1952 


Today, I am in receipt of a letter from the Chairman 
of the 1952 Million Dollar Round Table, asking me to 
have letter of certification sent in so my membership 
in this select group can be processed, As you have 
advised me that my business was in excess of a 
million dollars, I wish you would have the Company 
forward the certification papers. 

I want to tell you how happy my association with 
you and the friendly Franklin has been in the past 
four years. I recall our initial visit in 1947, when you 
outlined the potentialities of the Franklin Life to me. 
I was amazed at the possibilities that you presented 
and admit, for a while, was confused as to whether 
or not I should embark on an insurance career or 
complete my law studies, I am glad now that I made 
the decision to go with Franklin. 

The magic of our exclusive plans appeals to the 
imagination of the public just as you said it would. 
I have been more than pleased with the cooperation 
of the Home Office staff, and by the inspiration of 
our dynamic president, Chas. E, Becker. It seems 
unbelievable that I could leave a community of hun- 
dreds of friends and move into a new territory where 
I was unknown and yet attain production of a 
million dollars in my first full year there. 

If you know of any man who is doubtful as to what 
course he should pursue, I wish you would tell him 
about my friendly and successful relations with you 
and the Franklin Life. 


Most sincerely, 


/s/ Ervin E. Stein 





ERVIN E. STEIN 


1951 completed Ervin 
Stein’s fourth full year 
with the friendly Franklin. 
In January 1951 he 
transferred the field of his 
operations to Sacramento 
where he was a total 
stranger. And in his 

first year there he earned 
membership in the 
Million Dollar 

Round Table. 

Here is the record 

of his Franklin 

cash earnings: 


1948... . $ 8,635.11 
1949 . 2... 7,046.23 
1950... . 15,070.70 
1951. . « - 21,757.04 





An agent cannot long travel at a faster gait than the company he represents. 


















KN | d 
AAN PLA 


CHAS. E. BECKER, PRESIDENT 





INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over A Billion Dollars Of Insurance Jn Forte 
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Illinois Figures 


for 1951 


All figures are for ordinary 
mated (G) for group or 
New business figures include business revived 
and increased as well as new business paid-for. 


ILLINOIS COMPANIES 


Amalgamated 
4 Bh cscccesses 
(G) 
Bankers L. & C. ... 
(G) 
(I) 


Bankers Mut. ...... 
Benefit Assn. R. R. 
Empl. 


New Business 

Central Std. ....... 55,564,672 

(G) 508,000 

(1) 2,567,067 

Continental ....... 21,207,419 

unless desig- (G) 81,562,342 

(I) for industrial. Country Life ...... 62,831,890 
(G) 1,210,250 

Federal Life ....... 11,294,416 

(G) 3,037,800 

"Cb ee Ten 

Franklin Life ...... 23,664,566 

28,000 67,750 Globe Life ........-- 2,123,293 
1,465,000 11,585,500 (1) 1,450 
10,177,367 26,384,423 Great Lakes ....... 1,994,213 
697,000 1,615,500 exch neeee 
1,267,932 2,301,003 Horace Mann ..... 1,176,300 
2,389,671 13,457,705 (G) 226,000 
Jackson Mut. ...... 420,000 

939,417 3,168,003 (G) 38,000 
4,089,005 14,191,130 (1) 4,730,447 


In Force 


$ 
86,617,895 
704,500 
2,605,077 
139,528,503 
217,098,286 
478,797,961 
4,015,500 
59,080,049 
6,898,600 


122,344,271 
33,341,454 
1,872,162 
6,405,108 
1,273,778 
1,667,400 
226,000 
1,162,574 
130,000 
10,079,471 













check the 


advantages 


PROTECTIVE LIFE 


offers 






wars 


tion. 


situation. 


Get the facts now. 

Write C. B. Barksdale, 

Superintendent of 
Agencies. 


GENERAL 
AGENCY 
OPENINGS 
IN 


Georgia 
Kentucky 
North Carolina 
Texas 
West Virginia 





SERVING THE SOUTH 
SINCE 1907 


INSURANCE IN FORCE 


OVER $435 MILLION 


P 


BIRMINGHAM 












@ A flexible top-commission General 
Agent's contract which allows you to 
utilize all of your managerial and produc- 
tion abilities. 
@ Continuous supervision and advanced 
field training to all new agents you bring 
into the business. 

@ Effective visual presentation material 
on a variety of policy contracts which 
spurs new agents into immediate produc- 


@ A prestige-building advertising and 
promotion program tailored to fit any 








Sl 


PROTECTIVE LIFE 


OUR COMPENSATION PLAN: 
Includes liberal first-year and re- 
newal commissions; vested renew- 
als; life-time service commissions; 
providing a non-contributory re- 
tirement plan; hospitalization and 
surgical benefits; and a SPECIAL 
CASH BONUS FOR PERSIST- 
ENCY. 

OUR TRAINING PLAN: Includes 
continuous office and field train- 
ing in successful sales methods, 
consisting of a five-point learn- 
as-you-earn program. 

FLEXIBLE AGENCY OPERA- 
TIONS: Enables us to do things 


the way you want them done. 


ROTECTIVE LIFE 


TRANCE 


COMPANY 
William J. Rushton, President 


ALABAMA 











Metro Mut. ....... 
Mut. Local 134..(G) 
Mutual Trust 
No. Am. Acc. 


No. Am, Life 


Old Rep. Credit .... 
(G) 


Reliance Mut. ..... 
Rockford Life 


Am. Bankers Fund 
(I) 


Self Help Mut. 
State Farm ....... 
(G) 
StOrHIMe cic cicic cece 
Supreme Liberty 
(G) 
(I) 
WINGS. 26k ceive ses 
(G) 
(1) 
Wictery BiGt.. 2.0.00 
Washington Nat. .. 
(G) 
(I) 


Western Mut. 


New Business In Force 


° 843,500 


26,740,410 
989,000 
4,593,371 
1,086,118 
529,500 

4,067,472 
107,000 
16,345,846 


11,691,266 
326,723 
5,966,396 
536,500 
1,196,566 


2,007,000 
60,182,724 
28,481,000 
57,677,140 

3,833,931 

574,000 
30,061,185 
314,000 
24,956,584 
742,259 

8,549,728 
15,703,635 
25,805,982 

1,455,619 

2,990,646 
11,926,258 
51,061,189 

2,316,808 
24,756,030 

795,500 

8,882,679 

458,410 
23,753,979 
5,352,387 
2,403,000 
22,641,574 
2,871,537 
30,752,262 
29,319,466 
27,406,950 
4,647,673 


COMPANIES OF OTHER STATES 
5,172,128 
15,314,351 

208,445,802 

471,098 


Acacia Mut 
Aetna Life 


. Hosp & Life 


Mut. 


Std. 


Am. United 


Atlanta Life 


Bankers Life 


Bankers, Neb. 
Bankers Nat. . 
Bankers Sec. 


Beneficial Std. 
Berkshire 
B. M. A. 


Central Life 
College Life 
Columbian Natl. 


(G) 

Columbus Mut. .... 
Commonwealth 

Kes & Me cccesewes 

(G) 

(1) 

Conn. Gem. ......-- 

(G) 

Conn. Mut. ........ 

Credit Life ....... 

(G) 

Equitable Soc. ..... 

(G) 


Equitable, Ia. 
Expressmen’s Mut.. 
Farmers Life ...... 
Federal L. & C. 
Fidelity H. & A. 
DRGs. 6 06664:0:4.0800% 
Fidelity Mut. ...... 
General Am. ....... 


Girard Life 
Golden State Mut. 
(I 


Guarantee Mut. 
Guarantee Res. 


Guardian .......... 
(G) 
Home Life ......... 
(G) 
Homesteaders ...... 


Indianapolis Life ... 
Inter-Ocean ....... 
Jefferson Nat. ..... 
Jefferson Std. ..... . 
John Hancock Mut.. 

(G) 


(I) 
Kansas City Life .. 
Lafayette Life .... 
Life of Va. 


Lincoln Mut. ...... 
Lincoln Nat. ....... 


(G) 
Loyal Protective ... 
Lutheran Mut. ..... 
Mammoth L. & A... 
Manhattan Life .. 
Mass. Mut. ........ 
Metropolitan ...... 
(G 
(I) 


Michigan Life .... 
Midland Mut. . 


we 


Minn. Mut. ....... 
) 

Missouri ..... wat eine 
(G) 

(I) 

Monarch Life ...... 


Monumental Life ... 
I 


) 
Mut. Benefit ....... 
Mutual Life ....... 
Nat. Benefit 
Nat. Home Life .... 
National L. & A. 





1,407,934 


537,000 
79,000 
19,843,981 
14,385,087 
20,398,027 
27,326,445 
1,291,614 
667,001 
61,270,358 
27,974,073 
11,267,859 
259,962 
413,031 
256,796 


26,469 
5,205,235 
3,068,000 


2,925,339 
1,477,015 
59,696,632 
45,532,169 
17,767,861 
2,109,940 
688,596 
3,259,797 
237,500 
42,555,929 
12,424,700 


3,532,076 
165,974,652 
118,263,902 

58,221,143 


20,729,271 
17,384,378 
342,146 


727,500 
a 


62,757,752 
157,046,039 
696,956,297 

937,727 
151,000 
12,086,780 
2 0 


539,938 
1,828,500 
19,000,956 
1,899,068 
113,600 
749,832 
114,292,166 
44,426,845 


490,308 
20,878,051 
19,648,173 

533,500 
32,356,144 

4,091,000 
17,659,654 
1,190,681 
11,862,917 


1,138,887 
81,000 
16,445,917 
96,093,009 
117,854,146 
185,087,843 
777,434 
649,004 
686,272,939 
587,488,909 
126,348,828 


1,054,515 


135,172 
36,406,600 
30,792,420 
55,571,610 

1,937,115 


1,800,680 
36,710,349 
45,000 
58,146,708 
1,038,500 
823,512 
38,634,164 
409,840 
944,766 
10,033,255 
6,681,074 
476,901,841 
211,456,507 
147,387,900 
24,896,674 
5,221,824 


30,327,000 
864,680 
27,506,755 
238,000 
3,011,569 
9,185,738 
143,000 
261,057,004 
18,870,654 
1,877,739,771 
1,048,812,314 
893,569,987 
190,998 
10,913,720 
28,053,827 


43,619,404 
242,434,282 
348,443,677 


6,482,829 
75,532,204 
9,000 


New Business In Force 


New England Mut... 28,823,648 
New York Life .... 63,529,815 
(G) 873,500 
No. Am. L. & C. ... 2,277,253 
No. Am. Reassur. .. 1,881,200 
Northern Life ...... 241,470 
Northwestern Mut. . 38,847,270 
Northwestern Nat. . 6,554,204 
(G) 867,000 
Occidental ......... 15,482,245 
(G) 21,952,741 
ORIDIINEE. cc sc.ccncens 9,001,188 
Ohio State ......... 473,016 
Old Line Life ..... 700,011 
Pacific Mut. ....... 6,375,960 
(G) 4,101,000 
Pan-American ..... 928,626 
(G) 38,000 
Paul Revere ......- 2,023,556 
(G) 106,000 
Penn Mut, .......-- 18,400,259 
Peoples Life ....... 1,017,079 
(G) 1,251,308 
Philadelphia ....... 1,059,306 
Phoenix Mut. ...... 6,609,845 
Pierce ...cccscceses 211,126 
Postal L. & C. ..... 66,253 
Presbyterian Min. 1,182,205 
Provident L. & A... 722,427 
(G) 2,914,700 
Provident Mut. 8,004,778 
Prudential ........ 167,657,198 
(G) 45,409,200 
(I) 44,983,845 
Pol. A. M. of Amer. 152,500 
Quaker City Life... 7,152,965 
Quaker City Life 
(1) 7,152,965 
Reliance Life, Pa. .. 3,204,201 
Republic Nat. ..... 7,237,915 
(G) 26,000 
Reserve Life ...... 93,883 
Royal League ..... 301,626 
Security Ben. ..... 140,550 
Security Mut. ..... 504,828 
(G) 544,000 
Service Life ........ 240,544 
St. Life, Ind. ...... 1,008,750 
State Wile: .occccsss 1,186,245 
State Mut. ........ 11,923,998 
(G) 6,489,531 
Sun Life, Md. ...... 2,727,694 
(I) 5,535,013 
Superior, Pa. ...... 336,425 
Travelers .......... 18,563,374 
(G) 70,272,878 
Union Central ..... 8,202,431 
(G) 1,572,422 
Union Labor ...... 310,903 
(G) 8,811,250 
Union Mut, ....... 1,071,926 
(G) 40,000 
United Ben. ....... 9,392,121 
United Home ...... 1,044,278 
TB. BaD nccciceses 442,117 
(G) 46,876,845 
Western & Southern § 19,669,836 
(G) 433,800 
(I) 17,806,670 
Wisconsin Nat. .. 1,759,206 
Woodmen Central 
BEBE. ccccccees ° 91,598 
Woodmen Central 
BRED cccccccocveces 680,075 
World .......0.0.-++. 5,583,966 


(G) 22,500 
CANADIAN COMPANIES 
Canada Life ....... 284,071 
G 409,200 
Great-West Life ... 15,436,546 
(G) 4,631,542 
Manufacturers ..... 3,218,381 
Sun, Canada ...... 7,251,224 
(G) 15,404,298 
ASSESSMENT COMPANIES . 
Acme Life ...... one 1,580,612 
Am. Continental ... 4,500 
American Life ..... 183,060 
Central Nat. Life.. 171,474 
Colonial Life H. & A. 260,489 
Commercial Life .. 153,568 
Crown Life ....... 1,080,451 
Diamond Life ..... 120,320 
Employees Life .... 1,239,713 
Family Prot. Life . 252,687 
Golden Rule Life .. 74,184 
Great States Life .. 1,448,203 
Guarantee Trust Life 956,667 
Ill. Security Life .. 343,864 
Interstate Reserve . 487,790 


271,847,798 
941,368,455 


11,739,800 
1,269,427 
648,041,571 
74,170,627 
15,050,796 
68,515,453 
66,244,601 
33,841,363 
7,798,463 
9,381,076 
57,870,499 
6,486,000 
6,754,817 
185,000 
15,612,488 


000 
247,512,701 
7,279,637 
259,700 
5,459,211 
72,832,740 


11,992,000 
71,768,817 
1,659,258,935 
328,280,690 
663,812,061 
3,551,606 
6,071,615 


6,071,615 
29,984,330 
43,478,657 

640,000 


91,661,560 
16,012,458 
11,587,782 
20,812,114 
352,54] 
282,726,669 
684,004,716 
86,639,114 
1,572,422 
1,639,351 
23,231,700 
7,122,642 
112,500 
51,505,261 
55,778 
3,499,769 
101,137,383 
168,895,727 
2,871,800 
152,720,754 
10,936,029 


248,083 


2,670,757 
10,509,435 
136,000 


11,622,321 
3,707,400 
108,380,924 
37,954,001 
25,319,384 
85,324,433 
37,960,926 


2,915,307 
5 


484,806 
3,769,990 


Fine Business Stationery 


is Watermarked 


Fox River 


COTTON-FIBER PAPER 


FOR THE = 
INSURANCE BUSINESS 


“Say it” on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
«has that curgency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples . .. . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 
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| In Force 


271,847,798 
941,368,455 
873,500 
2,913,008 
11,739,800 
1,269,497 
648,041,571 
74,170,627 
15,050,796 
68,515,453 
66,244,601 
33,841,363 
7,798,469 
9,381,076 
57,870,499 
6,486,000 
6,754,817 
185,000 
15,612,488 
356,000 
247,512,701 
7,279,637 


11,992,000 
71,768,817 
659,258,935 
328,280,690 
663,812,061 
3,551,606 
6,071,615 


6,071,615 
29,984,330 
43,478,657 

640,000 


16,012,458 
11,587,782 
20,812,114 

352,541 
82,726,669 
84,004,716 
86,639,114 


23,231,700 
7,122,642 
112,500 
51,505,261 
955,778 
3,499,769 
01,137,383 
58,895,727 
2,871,800 
52,720,754 
10,936,029 


248,083 


2,670,757 
0,509,435 
136,000 


1,622,321 
3,707,400 
8,380,924 
7,954,001 
5,319,384 
5,324,433 
7,960,926 


2,915,307 


769, 990 
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New Business In Force 
Jefferson Life .....cccccccsees 448,007 
Marquette Life .... 5,967 371,716 
Midwest Life ...... 211,500 211,500 
Municipal .......... 248,020 2,222,905 
Northern Sec. Life. 126,500 8,813,679 
Peerless Life ...... 181,263 548,858 
Pilgrim Nat. Life .. 1,059,458 4,265,638 
Pioneer Life ...... 1,875,578 9,987,999 
Prudence Life ..... 787,244 3,809,602 
Publix Life ....... 21,904 429,738 
Union Life ........ 1,128,590 16,224,695 
Unity Mutual Life.. 13,703,956 28,392,369 
Western Life ...... 619,270 3,607,245 


oe -1,223,477,798 
cocee 1,366,576,295 
1,123,413,021 


11,565,564,357 
12,312,827,069 
3,939,389,375 


*Total Ord. '50 
Total Ord. 51 
Total Group ’50 .... 


Total Group ’51 787,066,506 4,394,871,798 
Total Indus. ’50 ... 303,612,873 2,215,421,739 
Total Indus. ’51 ... 292,589,490 2,281,620,500 


*Total All Lines '50.2,650,503,692 17,720,375,471 
Total All Lines '51.2,446,232,291 18,989,319,367 


*Did not include assessment companies, 


ILLINOIS FRATERNALS 
Catholic Knights, 








BMGICD o 4 occ ccc ees 301,400 4,502,378 
Catholic Order 

Foresters ........ 1,356,503 24,881,429 
Concordia Mut. 1,306,224 13,109,198 
Cuneo Assn. ....... 38,900 599,675 
Czechoslovak Soc. .. 686,150 14,278,253 
Fidelity Life Assn.. 3,650,017 26,705,475 
Firemen’s Mut, Aid. 319,000 6,225,354 
Grand Carniolian .. 415,350 8,061,280 
Hibernian Life 4,000 579,185 
Holy Family Soc... 13,950 517,700 
Order of Svithiod .. 161,129 4,862,369 
Order of Vikings .. 3,110,501 2,543,061 
Italo Amer. Union. 132,450 2,850,373 
Modern Woodmen.. 8,618,892 80,330,975 
Mutual Ben. & Aid. 112,500 2,757,106 
Natl. Frat. Soc. of 

the Deaf ........ 23,433 505,021 
No. Am. Union 128,250 7,142,479 
Sons of Italy ...... 37,600 1,063,300 
Polish Alliance .... 5,122,236 48,805,189 
Polish Womens Alli. 471,050 11,341,967 
Polish Catholic Un. 2,334,700 26,062,323 
Pullman Porter’s .. 7,000 940,160 
Royal Neighbors ... 4,376,087 89,965,048 
Russian Mut. Aid .. 25,650 816,323 
Slovene Nat’l ...... 262,500 6,111,162 
Un. Polish Women.. 40,000 2,119,162 
Unity, Czech Ladies 

and Men .... ‘ 95,750 3,323,910 
Unity Employees — 

BR, wcccscsae ° 238,900 1,426,700 
Western Cath. Un.. 256,561 6,382,576 
Women’s Cath. Or. 

EE NG. 906: ox6', 0:40 6. @: 1,073,260 17,542,673 


FRATERNALS OF OTHER STATES 
Aid Assn. for 






Luthrns. .....-.. e 9,109,979 66,138,747 
Amer. Frat. Union. 45,000 1,346,546 
Supreme Co., Am. 

Woodmen ....... 139,130 919,482 
Assn. of Lithuanian 

MME. cv.evcescesic 10,100 852,450 
Catholic Central Un. 67,500 1,488,395 
Catholic Knights .. 33,783 1,041,372 
Croatian Cath. Un.. 64,800 1,103,550 
Croatian Frat. Un.. 486,400 10,755,000 
Czech Catholic Un.. 53,250 1,965,194 
Danish Brotherhood 12,750 614,375 
Degree of Honor 

MN. 4. cas sse.¢'e-s.0.0 ‘ 166,917 1,460,567 
Equitable Reserve 

BOT ovcvecce nee 319,789 3,662,160 
Farband-Labor 

Zionist .....- ‘ 111.835 781.458 
First Cath. Slovak 

Ladies ...cccccee 651,250 7,565,403 
ie 4 Cath. Slovak 

READ pone! 267,800 5,444,046 
Ol Life Soc. 378,146 6,220,238 
Greater Ben. Un. .. 332,044 2,612,600 
Greek Cath. Un. ... 17,270 879,494 
eT Reformed 

RES A 93,300 1,029,953 
Int’ 1 Workers eeese 301,050 7,332,875 
Knights of 

Columbus ........ 2,196,974 38,121,182 

—. Cath. espn 

cwakieee oe 387,443 6,359,043 
elk Alli. ane 164,102 1,673,629 
Lithuanian Rom. 

Cath. Alli. ....... 330,300 1,239,463 
St.-Jean Baptiste .. 15,005 678,589 
Lutheran Brother- 

4,898,545 20,567,177 
Maccabees ....... P 169,690 6,926,217 
Nat’l Mut. Benefit. . 374,710 975,303 
Nat'l Slovak Soc. .. 171,141 2,614,191 
Royal Clan, Scottish 15,250 626,769 
Polish Nat’l Un. ... 281,300 1,794,546 
Polish Un. ....... . 17,000 866,750 
Polish Un. of the | 
Seuss eves 78,350 2,319,333 
Protected. Home 

Civole ..cccccccce 250,004 1,821,336 
Rakoczi Aid “Ass'n. 129,600 658,250 
Royal Arcanum ... 384,961 5,261,162 
Slovak Cath. Sokol. 93,250 1,983,000 
ss “hag Evangelical 

eweeevwss eee 12,945 807,897 
Slovak Gym. i) 23,350 2,146,211 
Sons of Norway ... 22,000 843,357 
Standard Life Ass’n 259,345 1,582,668 
Ukrainian Nat’l ... 1,114,477 4,223,653 
Ukrainian Working- 

MOONE cwcccccccce 168,250 926,526 
Unity L. & A. ..... 289,794 794,353 
Verhovay weuews 236,846 3,188,999 
Western Bohemian. 216,566 3,827,085 
Woman’s Ben. Ass’n 348,733 9,727,721 
Woodmen Circle ... 310,950 4,324,140 
W'dm’n of the W’ld 1,166,535 13,633,446 
Workmen’s Ben. ... 53,422 1,158,551 
Workmen's Circle .. 76,650 575,500 
Order of Foresters. 461,912 4,194,027 
American Life ..... 30,500 760,898 
Ladies Pa. Slovak 

Cath. Un. ....... 43,500 508,253 
Ben Hur Life ..... 585,423 11,931,091 
Total Fraternals '50 59,014,833 690,231,458 
Total Fraternals ’51 63,114,984 710,541,395 
Grand tot., all lines, 

all companies "50 2,736,351,062 18,502,356,636 
Grand total ’51..... 2,509,347,275 19,699,860,762 





Kalmbach Reports 
on Tax Burden 


President Leland J. Kalmbach of 
Massachusetts Mutual in his report at 
the annual meeting of the company pre- 
sented some startling figures to il- 
lustrate the tax impact on the life in- 
surance operation. Taxes on the 1951 
operations of the company amounted 
to $4,840,000, in addition to real estate, 
social security and other normal taxes. 
The federal income tax on the company 


increased by $1,100,000 over the 1950 
tax and was close to $2,600,000 to 1951. 
Mr. Kalmbach commented that it was 
particularly disturbing that federal in- 
come tax alone for 1951 was nearly one- 
sixth of dividends to policyholders. 
“Another illustration of the impact of 
federal income taxes is that although our 
interest profits last year were nearly 
$2 million more than in 1950, the in- 
crease in our federal income tax, which 
under the present law is based entirely 
on interest income, offset more than 
one-half of these higher interest earn- 
ings,” Mr. Kalmbach commented. “For 


the two previous years, the increases in 
federal income tax amounted to $651,- 
000 more than the increase in interest 
profits. As a result the interest profit 
increases during 1949-1950 and 1951 
were only $173,000 more than the in- 
creases in federal income taxes for the 
same years. 

He continued, “In addition to federal 
income taxes, life insurance companies 
are required to pay to all states in which 
they operate a special tax based upon 
premiums. Based upon our 1951 pre- 
mium income, these premium taxes 
amounted to $2,240,000. 








They see a vision that once was yours 


You MAY REMEMBER how it was. 


You sat in the wide-eyed silence that fire and the night bring, 
and stared into the flames, and you felt like a very special boy. 


Not long before, you’d been an ordinary boy. Then, one 
day, you stood up before a lot of envious grown-ups and 
made a Promise. “On my honor, I will do my best to do 

my duty to God and my country, and to obey the Scout Law, 
to help other people at all times; to keep myself physically 
strong, mentally awake, and morally straight.” 


You said that—and suddenly you were special. You were 
trustworthy, loyal, helpful, friendly, and too excited to sleep. 
You were courteous, kind, obedient, cheerful, and mighty 
proud of yourself. You were thrifty, brave, clean, reverent, 


and twice the boy you were before. 


They could drop you in the desert now, and you'd find water. 
They could lose you at the North Pole, and you’d make 

a warm bed in the snow. You could tie a square knot, 

bandage an ankle, cook dandelion soup, drum out a 

message on a hollow log, and say quawk-quawk 


like a heron. You were ready for © Ste 


You were a Scout. 


The world changed for the better, too. It became full 





of forest fires waiting for you to put them out, full of ladies 
with packages needing to be helped across the street. Your 
country’s history moved in to live with you. You could hear 
prairie schooners on Main Street. When you sat by the 
campfire, Daniel Boone was there, and the rest of the 
pioneers. You knew now what made those fellows tick. 
They were scouts, too. 


Eventually, you grew older. And you had to admit that 
maybe you couldn’t always find the right trail; maybe you 
couldn’t always put out the forest fire single-handed; 
maybe you weren’t always as helpful, as courteous, as 
cheerful, as brave, as you wanted to be. But a lot of the time 
you were. Some of it had stuck. A bit of the boy you thought 
you were, as you sat dreaming into the fire, had found its 
way into the man you are today. 

The future of any country starts with the pictures that 
pass through a boy’s mind. In America tonight, a couple of 
million kids are trying hard to be good scouts. . . thinking 
up a couple of million good turns. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Chance for a New Kind of Public Service 


Life companies and agents are con- 
stantly broadening their field of service 
to policyholders and beneficiaries. But 
there is an opportunity that has been 
largely if not entirely overlooked, though 
it’s one that could be cultivated to the 
great financial advantage of the insur- 
ance buyer and his dependents, would 
cost relatively little, and yet would add 
materially to the prestige of life insur- 
ance as a great humanitarian and social 
welfare institution. 

This service would consist of warning 
policyholders, and especially their bene- 
ficiaries, against the variety and insidi- 
ousness of the sales appeals that are 
beamed at the newly widowed and that 
prosper largely because under the crush- 
ing weight of grief she lacks the cool 
judgment and normal sales resistance 
that might otherwise make these warn- 
ings unnecessary. 

Some of these post-mortem appeals 
are downright frauds but most of them 
are so profitable if kept within the law 
that their promoters have too much 
shrewdness to risk getting over the line. 
Whether it’s Canadian gold - mining 
stocks, a fancy-sounding cemetery asso- 
ciation, a little shop that’s been fixed up 
to look prosperous but really isn’t, or 
a chance to have a biography of her 
late husband in an impressive-sounding 
reference volume, a widow is usually not 
in a position to exercise the objective 
type of judgment that would enable her 
to best conserve the life insurance her 
husband left her. 

A booklet that would warn policy- 
holders and beneficiaries of these and 
the many other dollar-traps would be a 
real public service. It would also pro- 
mote good will in a solid business way 
as an indication of the company’s con- 
tinuing interest in its policyholders even 


after the payment of the claim. 

Such warnings could well include 
advice to the effect that in connection 
with certain types of offers the widow 
should get in touch with the nearest 
Better Business Bureau or the local 
chamber of commerce. These organiza- 
tions have a vast amount of information 
in their files and are usually in a posi- 
tion to give a more factual data than 
a widow would be likely to have avail- 
able from other sources. 

In the meantime, agents can add to 
the completeness of their service by 
advising their clients personally of 
some of the financial pitfalls that beset 
the path of any grief-stricken widow. 
Too often she is swayed by the feeling, 
usually skilfully induced by a smooth 
salesman, that “this is what John 
would have wanted.” The possibilities 
for emotional leverage in this type of 
situation are not at all difficult to 
imagine. 

The best preventive is for John to 
talk frankly with his wife while both are 
alive and well, and make it abundantly 
clear that he wants her to hang on to 
the insurance money. He should warn 
her specifically of the sort of sales 
appeals she'll be up against. If he could 
leave a leaflet along with his life insur- 
ance policies to serve as a reminder of 
their talk, so much the better. 

With inflation cutting savagely into 
the value of the dollar, it’s unlikely that 
anyone is going to be leaving so much 
life insurance that his widow can afford 
to fling money around on purchases of 
dubious value. Anything the companies 
and agents can do to make the insurance 
dollars they disburse stretch further 
than they otherwise would will be help- 
ing their policyholders and beneficiaries 
in a way that should be appreciated. 


I'V’s Competition to Spread 


emotions are the logical re- 
action of life insurance men operating 
in the areas that will get television 
stations as a result of the federal order 
revoking the 3%-year freeze on new 
TV outlets. Those who have lived with 
TV, for better and for worse, have 
found that in spite of the pleasure to 
be derived from it it is something of 
a deterrent to evening insurance inter- 
views. Fortunately, the effect hasn’t 
been by any means as bad as was gen- 
erally feared. Apparently many of the 
frustrating experiences that life insur- 
ance agents have run into with TV 


Mixed 


competition were among prospects who 
were in their early months of television 
addiction. Set-owners, in their first 
fascination with the new marvel of 
science, will watch anything at all, even 
those acrobatic exhibitions known as 
professional wrestling. The family 
spends every leisure hour gazing at 
the flickering screen. They even bring 
their meals in where they can watch 
TV and the wise housewife soon learns 
she had better serve only rug-colored 
food. 

Fortunately, this acute stage of ad- 
diction gradually gives way and we can 


pass along the good news to life insur- 
ance producers in areas not yet blessed 
—or blighted with television, that if 
they find themselves for a time fol- 
lowing TV’s introduction unable to pry 
any of their prospects away from their 
sets long enough to discuss life insur- 
ance, the situation isn’t going to con- 
tinue indefinitely. 

Sooner or later the TV set owner 
becomes more selective. He finds he 
feels bloated with the emptiness of much 
that is on television. He still has his 
favorite programs and he will resent 
any interruptions while he is watching 
them. But unless he is an all-gone tele- 
vision nut, there should be plenty of 
gaps during the evening when the set 
is dark or his wife or kids are watching 
a program that he actively dislikes. 

To minimize wasted time, the best 
course for the agent is to make a definite 
appointment that will not conflict with 
the prospect’s favorite programs. This 
may not always be possible and even 
when there is an appointment it is some- 
times difficult to get the man away 
from whatever is on the screen at the 
moment. 





Mutual Benefit Life recently made 
a spot check of how much of an ob- 
stacle television was proving to evening 
calls. The survey covered Boston, De- 
troit, Cincinnati and Chicago — all 
localities where TV has been going long 
enough so that most set owners can 
take it or leave it alone. The agents in 
those cities admit that television is a 
problem but not an insurmountable one. 

If the program seems to be one that 
has no great appeal for the prospect, 
the agent often finds that he can ask 
that the set be turned off or that the 
interview be moved to another room, 
Or he may find some other solution. 
For example, Roland Payne of Bos- 
ton talks in a very low voice so that the 
prospect has trouble hearing him. The 
prospect’s reaction is to get up and turn 
off the television set. Of course, if the 
man appears to be keenly enjoying the 
program it is smarter not to try to inter- 
fere. In general, if the interview has 
been properly arranged in advance, the 
prospect understands that on that par- 
ticular evening it is to his advantage 
to pass up the ephemeral pleasure of 








PERSONALS 


DEATHS — 





Sherwin C. Badger, financial vice- 
president of New England Mutual, 
spoke April 16 on “Valuation of Assets” 
at the University of Pennsylvania, under 
the auspices of the S. S. Huebner 
Foundation for Insurance Education. He 
will give a talk on “Investment Trends 
in Life Insurance” at the University of 
Connecticut school of business admin- 
istration April 23. 

Arthur L. Beck, Buffalo general agent 
of National Life of .Vermont, is the 
chairman of a newly-formed committee 
of the Council of Social Agencies which 
will survey group-work and recreation 
resources and needs in Erie county 
outside of Buffalo. 

Allen A. Shafer, 78, an agent of 
Northwestern Mutual Life at Michigan 
City, Ind., is the first person there to 
apply for social security benefits under 
the new self-employment provision. He 
is not retiring but as he is past 75 he can 
draw benefits without regard to his 
earnings. In his career as a life sales- 
man, Mr. Shafer has written about $4 
million in business for Northwestern 
Mutual and $500,000 for other com- 
panies. 

Theo. P. Beasley, president Republic 
National Life, has been named _ lay 
churchman of the year by the Church 
Management, magazine, Cleveland. 








Becker’s Blue Cross Status 


In the Feb. 22 issue of THE NATIONAL 
UNpDERWRITER Harry Becker, assistant 
director of the commission on financing 
hospital care, was characterized as being 
on the national board of Blue Cross 
and Blue Shield. Mr. Becker should 
have been described as on the board of 
Blue Cross and Blue Shield in Mich- 
igan. 


HAROLD J. GEORGE, 34, assist- 
ant actuary National Life of Vermont, 
died recently at General hospital, Bos- 
ton, following an operation for removal 
of a brain tumor. 


WILLIAM E. DUDECK, 46, staff 
manager of district 4 of Prudential at 
Buffalo, died of a heart attack. He had 
been with the company 20 years. 


DR. R. P. McCLAIN, medical direc- 
tor of Northwestern Life of Seattle, 
died there. 

LEROY W. NEWBY, district man- 
ager of Reliance Life at Orlando, died 
at a local hospital there. He was a past 
vice-president of the Orlando Assn. of 
Life Underwriters. 

MAXWELL POSNER, 64, with 


necticut Mutual Life since 1922, died” a 
Rochester, N. Y. 


JOSEPH F. FRIEDRICH, 60, a mem- 
ber of the Cleveland agency of Bankers 
of Iowa for the past 20 years, died of 
a heart attack. 


EDWARD C. NELSON, 65, a member of 
the Seattle agency of Bankers of Iowa 
for 20 years, died of a heart ailment. 


SAMUEL F. DAVIS, 82, retired Bank- 
ers of Iowa agent at Dallas, died there 
following a short illness. He joined the 
company in 1908. 








To Conduct Insurance Forum 


Four insurance executives will con- 
duct an insurance forum at the conven- 
tion of National Federation of Financial 
Analysts at San Francisco May 5-8. 
This is the first time the organization 
has met outside of New York. 

The insurance speakers are Fred H. 
Merrill, vice-president Fireman’s Fund; 
Richard H. Samuels, Continental Casu- 
alty; Horace W. Brower, president Oc- 
cidental Life of California, and Shelby 
C. Davis, New York. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
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Manager. 
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Lesson in Semantics 


A rose by any other name would pre- 
sent quite a problem in applied seman- 
tics but occasionally this sort of thing 
succeeds in getting accomplished. One 
example in the life insurance business is 
the sweeter name which now designates 
the sale of a bond issue to one or a 
few institutional investors without bene- 
fit of public offering. These are now 
known as “direct placements” whereas 
when they first made their appearance 
some years ago they were known as 
“private placements” or, even worse 


from a semantics viewpoint, “private 
deals.” 
“Private deal” has overtones. of 


monkey-business in a smoke-filled room 
but “direct placement” has a connotation 
of forthrightness that nobody but a by- 
passed securities dealer could find even 
the least bit unpleasant. 





Professional Man's Bread 


An article in the April 12 issue of 
Journal of American Medical Assn. 
argues that the self-employed, especially 
professional men such as doctors and 
lawyers, should be permitted to exclude 
certain portions of their earned income 
from federal incomes taxes to buy a 
pension rather than to have social secur- 
ity extended to them. In an editorial, it 
is stated that: “Simple justice requires 
that a similar opportunity for tax defer- 
ment be given to the self-employed, 
especially professional men, whose peak 
earnings, bunched into comparatively 
few years, are hit hard by steeply pro- 
gressive income tax rates and who are 
forbidden by law to practice their pro- 
fessions as corporations.” This is com- 
mentary on an explanation of how em- 
ployer and employe portions of corpora- 
tion pensions are exempt from current 
income taxes. 

This commentary serves to underscore 
the absolute dependence of the profes- 
sional man upon life insurance. 


Consumer Better Off Today 


The family economics bureau of 
Northwestern National Life has deter- 
mined that the average American con- 
sumer is living 36% better than he was 
in 1939. This is his per capita share of 
the rise in production of consumer 
goods and services over the pre-war 
output. The bureau advises the indi- 


vidual who hasn’t gotten his share of 
that inflation has probably delivered the 
goods 


to somebody else. The _ to- 
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tal production of all goods and services 
is up 60% from 1939, but the supply per 
person is only 36% larger because the 
population is now 24 million greater. 

The report explains that because the 
total number of dollars in circulation 
has tripled since 1939 while production 
is only a little over half again as great, 
there are now nearly twice as many dol- 
lars outstanding per unit of goods as 
in 1939. Each dollar “claim-check” is 
only worth about half as much goods as 
a pre-war dollar as a consequence. 





Quarry at Home Saturdays 


Agents are more and more finding 
that Saturday is the best day of the 
week for calling on prospects at home, 
particularly those in the blue-collar 
lines of work. Few persons work at 
their regular jobs on Saturdays. Most 
prospects can be found at home and 
may well be glad of a little respite from 
whatever home or yard chores they have 
let themselves in for. 

Competition from television is a pos- 
sibility Saturday afternoons in the base- 
ball and football seasons, but having to 
compete with TV is even more likely 
on evening calls. In fact, in areas hav- 
ing television, this form of competition 
has been one of the chief factors in 
making Saturday calls so popular with 
life agents. 





Retirement Plans Effect 


Retirement plans for agents, while ad- 
mittedly serving a real need, have a 
practical effect on an agency’s produc- 
tion that general agents and managers 
are forced to recognize. Most of these 
retired agents keep on writing busi- 
ness but a good many of them pay for 
very little new business because the re- 
tirement plan income plus their insur- 
ance cash values converted to an income 
basis plus renewals, plus in a few cases 
social security, take care of their wants 
without the necessity of very much 
added income from new business. 





Agencies Use Calculators 


An indication of the way that insur- 
ance programming and the auditing of 
policies has taken hold over the years 
is the number of agencies that have one 
or more calculating machines as part 0 
their equipment. In many offices such 
a machine is as much taken for granted 
as a typewriter. Many of the bigger 


producers have their own calculating 
machines. 

Such equipment is essential where any 
amount of pension trust business is 
done. While these machines look fairly 
formidable to the uninitiated, they are 
quite simple to operate after a few 
minutes’ instruction. 


Karsh Photos’ By-Products 


Those effective Karsh portrait photo- 
graphs of prominent policyholders that 
Northwestern Mutual uses in its adver- 
tising have more uses than just adver- 
tising the company to the public. To 
some of the policyholders thus pictured, 
the advertising is not only flattering 
but commercially valuable. For exam- 
ple, Charles F. Eaton, Jr., president of 
the Eaton & Howard firm ot investment 
company managers, said his company 
got a fine response from the North- 
western Mutual advertising. In.fact, he 
said it pulled better than his own com- 
pany’s advertising. 

The fortunate agents whose clients 
are chosen for the Karsh treatment 
make effective use of reprints of the 
advertising to send to their prospects 
and other clients. The reprints create 
valuable prestige. 





Insurance Big Source of 
Inquiries from the Public 


NEW YORK—Of the 1,432,228 in- 
quiries and complaints, covering more 
than 60 different business classifications, 
which better business bureaus handled 
in 1951, all lines of insurance con- 
stituted the fourth most numerous clas- 
sification. It was exceeded only by 
solicitations for funds for charities and 
causes; home construction, and the ad- 
vertising, merchandising and servicing ~ 
of TV sets. 


Inquiries on the Rise 


The number of inquiries and com- 
plaints in 1951 exceeded that in 1950 
by 21.6% and 1949 by 42%. Of the 
total, 72% of contacts made were for 
information about the reliability of a 
company, product, service or in- 
dividual, or for assistance prior to enter- 
ing a business transaction. 

The three leading categories by vol- 
ume of inquiries and complaints were 
merchandise, 47%; commercial, 21%, 
and financial, 14%. Home construction, 
photographers and insurance caused the 
greatest number of problems in these 
respective categories. 









































* COMRAPE. RAKEOFF, MY UNCLE, COMMISSAR 
BUMPEMOFF, SAID HE WAS SURE YOU'D BE GLAD 
TO BUY A MILLION RUBLE POLICY TOHELP ME 
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_LIFE AGENCY CHANGES 





Crown Life Names 
Randolph Birmingham 
General Agent 


Crown Life has named J. Winthrop 
Randolph general agent for Alabama 
at Birmingham. Mr. Randolph was for- 
merly general agent there for Mutual 
Benefit Life. He entered the business 
with Metropolitan Life in 1940. He is 
a graduate of University of Florida and 
Cornell University. 





Equitable Names Moebius, 
Johnson to Group Posts 


Equitable 
Charles W. 


Society has appointed 
Moebius divisional director 
of group annuities at Boston, and E. 
Eric Johnson assistant divisional di- 
rector of group annuities at San Fran- 
cisco. 

Mr. Moebius joined the cashier de- 
partment in 1930, and transferred to the 
group annuity department in 1947. 
same year he became service 


The 


super- 


visor, and in 1950, assistant director 
group annuities, at Boston. Mr. John- 
son went with the company as service 
supervisor at San Francisco in 1950. 





Prudential Appoints Keene 


Prudential has appointed Leon H. 
Keene district manager at York, Pa., to 
succeed Claude S. Snyder, who has” re- 
tired after 45 years with the company. 
Mr. Keene was formerly staff manager 
at Lancaster, Pa. He has been with 
the company since 1935. 





Bankers of Ia. Names Lang 


Edward O. Lang has been appointed 
regional group manager of a new group 
office at Cleveland for Bankers of Iowa. 
For two years he has been group man- 
ager at Los Angeles for Northwestern 
National and for two years before that 
Was group manager there for the Oc- 
cidental. He joined Occidental at De- 
troit following his discharge trom the 
air force. 










LARRY BOORD 
Dayton and 
Greenfield, Ohio 


In the three short years since 
joining The Ohio National field 
force in 1949, General Agent 
“Larry” D. Boord of Dayton 
and Greenfield, Ohio, has 
turned in a first-class perform- 
ance as a personal producer 
and agency builder. Mr. Boord 
is especially successful in the 
sale of policy plans that lead to 
financial independence in the 
later years of life. 


The 
OHIO NATIONAL. 


LIFE INSURANCE COMPANY 


Cincinnati, Ohio 


Johannsen Opens Suburban 
Branch; Harrington Manager 


NEW YORK — The Johannsen 
Agency of Northwestern Mutual Life 
in New York City has opened a branch 
office at 136 Greenwich street, Hemp- 
stead, Long Island, and named Gerald 
G. Harrington, formerly a Long Island 
agent of Metropolitan Life, as manager. 

Mr. Harrington will build a unit of 
young men who will concentrate on 
programming and advanced underwrit- 
ing 

The building has ample parking space 
for its agents and the public. 

The agency now headed by A. J. 
Johannsen has been active in Long Is- 
land since 1885 and until recent years 
was located in Brooklyn. In addition 
to housing new agents, the Hempstead 
branch serves as headquarters for the 
agents living and doing business in 
Nassau and Suffolk counties. For all 
agents, the Hempstead location in the 
center of the large and very active 
Long Island suburban area conserves 
agents’ time and energy. 


Franklin in Alaska Debut 


Franklin Life began operations in 
Alaska recently with the appointment 
of Ruth Rock as general agent at Fair- 
banks. Mrs. Rock entered the business 
there with Olympic National Life in 
1940. 








Metropolitan Promotes Fox 
Metropolitan has promoted H. Leon- 


ard Fox, assistant district manager at 
Grand Rapids, Mich., to manager at 
Sault Ste. Marie, Mich. Mr. Fox has 


been with the company since 1934, and 
assistant manager at Grand Rapids since 
1936. He is a graduate of University 
of Michigan. 





Eastern Life Appoints Rini 


_Eastern Life has appointed A. 
Victor Rini general agent at Hartford. 


He entered the business with Metro- 
politan Life in the early 1920's, and 


later joined Phoenix Mutual Life. 





Prudential has appointed Richard S. 
Brothers assistant manager at Stock- 
ton, Cal. He joined the company in 

1950 at Sacramento. 


SALES MEETS 


State Mutual Plans 
Fall A. & H. Debut 


State Mutual Life will begin writing 
A. & H. coverage some time this fall, 
H. Ladd Plumley, president, told 250 
field associates at the company’s 1952 
educational conference at White Sulphur 
Springs, W. Va. 

Prior to the educational conference, 
Mr. Plumley, Robert H. Denny, vice- 
president and superintendent of agen- 
cies; Irving T. F. Ring, vice-president 
and general counsel, and John P. Sedg- 
wick, financial vice-president, attended 
a three-day meeting of the general 
agents association at Roanoke, Va. 





Speakers for that meeting included 
John S. McKenzie, Philadelphia; « 
Harry Emanuelson, assistant superin- 


tendent of agencies; Charles F. Harris, 
underwriting director, and Donald ray 
Mix, director of sales promotion. 


Five Panels 


Panel topics and chairmen 
group, Gerald H. Young, New York 
City; brokerage, Louis A. Cerf, Jr, 
New York City; agency management, 
Harold W. Dougher, Los Angeles; re- 
cruiting, Harry ". Warren, Baltimore, 
and production, G. Harold Moore, Pitts- 
burgh. 

Regional seminars for 1953 were set 
for Chicago, April 22-24, and Sky Top, 
Pa., May 13-15. 


were: 





Schedule Prudential Meets 


Leading ordinary producers from 10 
Prudential southern agencies met re- 
cently at Charleston, S. C., for the first 
of a series of two-day sales meetings 
scheduled through June 25. 

Other meetings are set for Old Point 
Comfort, Va., and Pocono Manor, Pa., 
April 24-25; Three Lakes, Wis., June 
3-4; Bedford, Pa., June 12-13; Great 
Barrington, Mass., June 19-20, and 
Highland Park, Ill., June 24-25. 





Acacia Mutual Life will hold its west 
coast regional conference at Coronado, 
Cal., Oct. 12-15, 
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OMPARATIVELY speaking—agents find 
our famous “Progressive Estate” pole 
icy for juveniles, just that easy to sell. It 
grows as the child grows with NO increase 
in premiums. It’s a flexible grown-up 
policy at child’s rates. A $1000 policy 
issued before age 15 becomes a $5000 
policy at age 21, with increasing liberal 
cash values for emergencies or college 
education. It’s only one from a complete 
kit of outstanding policies which Indian- 
apolis Life fieldmen have to offer. If 
interested, write. 


DIANAPOLIS LIFE 


COMPANY 


Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 
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NEWS OF LIFE COMPANIES 





L. & C. of Tennessee 
Repurchases Nashville 
Radio Station 


Life & Casualty has repurchased radio 
station WLAC at Nashville, subject to 
the approval of FCC, from J. Truman 
Ward for a sum of more than $1 million. 
The station will be operated as a sep- 
arate corporation and Mr. Ward will 
continue as its acting head. 

The company founded the station in 
1926, selling it in 1934 to Mr. Ward, 
who was then vice-president in charge 
of radio for the company. The station 
will fit in with the company’s national 
advertising program. L. & C. has also 
filed an application for a television sta- 
tion with FCC. 





Atlantic Life Purchases 
Capital Life of Washington 


Atlantic Life has purchased Capital 
City Life of Washington, D. C., an 
industrial company. Atlantic Life en- 
tered the weekly premium field in 1950 
with the purchase of Universal Life of 
Richmond. Miss Rosalie Walker has 
been president of Capital City Life, 
which had $3,510,961 insurance in force, 
and $745,600 assets at the close of 1951, 
and operates only in the District of 
Columbia. 





Kirk Landon Launches 
Florida Life Company 


American Bankers Life Assurance Co. 
is in process of being launched by Kirk 
A. Landon of Miami, who operates ex- 
tensively in the auto finance and other 
types of credit insurance fields. He is 
chairman of American Bankers Ins. Co. 
of Florida. The new company, accord- 
ing to Mr. Landon, will operate in the 
credit life and disability field and 
later may get into ordinary life. 
Capital is $250,000 and net surplus 
$250,000, all of which has been sub- 
scribed by stockholders of American 
Bankers Ins. Co. ; 

James G. Ranni, who is president of 
the new company, has general agency 
offices for Manhattan Life at New York 
and at Miami. The latter are in the Kirk 
Landon building. 

Mr. Landon will be the chairman. 
Vice-president is Harold L. Buck; 
treasurer, Thornton M. Fincher; assist- 
ant treasurer, Philip Stroller; secretary, 
Paul L. E. Helliwell, and assistant sec- 
retary, James L. Guilmartin. The latter 
is Mr. Landon’s son-in-law and is asso- 
ciated with Mr. Helliwell in law prac- 
tice. 

Directors of the new company are 
Alan K. Dolliver, Family Finance 
Corp. of Wilmington; George S. Eccles, 
president of First Security Corp., a 
system of banks in Utah, Idaho and 
Wyoming; E. Roy Fitzgerald of Chi- 
cago and Miami, president of National 
City Lines; Dr. James K. McShane, 
president of Doctors Hospital, Miami; 
H. M. Stolar of St. Louis; Charles L. 
Clements, Chase Federal Savings & 
Loan Assn., Miami Beach; Arthur A. 
Blumeyer, president Bank of St. Louis; 
George Bromeyer, president of Bank of 
Ferguson (St. Louis), and B. T. Mat- 
tingly, chairman of Ozark Airlines, St. 

Ouis. 





Employes Savings Increased 


Washington National has contributed 
$433,479 from 1951 business to its em- 
ploye savings and profit-sharing fund. 
Fund assets now total $4,532,196, more 
than company assets of 1936, after it 
had been in business 24 years. 


Passes $400 Million Mark ~ 


Columbian National Life has in- 
creased its business in force by more 
than 30% in the last 314 years to bring 





the total in force to $400 million, In 
1943 the company had $200 million in 
force. In October, 1948, the $300 million 
mark was passed. The company reached 
$400 million this month. 





Kentucky Telephone Corp. has sold 
$1,800,000 of first mortgage 3.80% bonds 
due 1982 to New York Life, $1,000,000; 
Connecticut Mutual $550,000, and 
Fidelity Mutual, $250,000. 








Honor Persistency Leaders 


In recognition of achieving 10 or 20 
year memberships in Occidental Life’s 
App-a-Week club, eight agents received 
engraved bronze plaques at regional and 
national company meetings. For writing 
at least one application a week for 
1,040 weeks or 20 years, awards went 
to Charles J. Turner, manager at Great 
Falls, Mont., and to Charles Schermer- 
horn, DeVries agency, Los Angeles. 

Ten-year app-a-week awards went to 
W. Ross Burrell, McBride agency, Long 
Beach, Cal.; Frank M. Droll, Denver; 
Ernest M. Tuttle, DeVries agency; 
Martin Leitch, general agent at Fort 


Dodge, Ia; Walter G. Harbold, general 
agent at Santa Rosa, Cal., and Mrs. 
Nina B. Adams, Portland, Ore. 





Cleveland C.L.U. Slates 
Sales Seminar, April 24 


‘Cleveland C.L.U. will devote its an- 
nual sales seminar April 24 to business 
life insurance. Speakers will be George 
J. Laikin, Milwaukee attorney, and C.S. 
Ohsner, Columbus broker. Mr. Laikin 
will conduct the morning and afternoon 
seminar sessions and Mr. Ohsner will 
be the luncheon speaker. His subject 
will be, “The Simplicity of Selling 
Business Life Insurance.” 

General chairman for the meeting is 
Harold K. Myers, Travelers assistant 
manager at Cleveland. 





General Agents’ Conference 


Officials of Central Life of Iowa par- 
ticipated in a training conference for 
30 of its general agents at Milwaukee 
April 15-17. They included E. H. Mu- 
lock, chairman; W. F. Poorman, presi- 
dent, and F. L. Merritt, vice-president 
in charge of agencies. Local arrange- 
ments were in charge of Alfred Korbel, 
Milwaukee general agent. 


RECORDS 


Ordinary production for the first quar- 
ter for Guarantee Mutual Life was up 
12% over the first quarter of 1951. A. & H. 
production increased 19% over the same 
period. 

Equitable of Iowa recorded the largest 
menthly volume of new business in its 
85-year history in March when the field 
force paid for $13,193,356. The first quar- 
ter of 1952 also was the best first quar- 
ter from a volume standpoint with $31,- 
172,464 paid-for business. This was a 
gain over March, 1951, of $1,356,058, or- 
11.5%. The gain for the first quarter was 
$1,237,802, an increase of 4.1% over last 
year. Insurance in force has increased 
by $17,918,487 since Dec. 31, now standing 
at $1,179,460,478. 

Insurance in force for Wabash Life 
totaled $3 million at the end of the first 
year of operation. 

In the first week of an April produc- 
tion drive honoring President Thomas 
E. Lovejoy, Manhattan Life agents sub- 
mitted $2,734,049. The company has set 
its sights for an all-time monthly pro- 
duction goal. 











George M. Selser, vice-president and 
secretary of United States Life, cele- 
brates this month his 25th anniversary 
with the company. In a brief ceremony 
attended by many U. S. Life home office 
staff members’ Richard Rhodebeck, 
president, presented Mr. Selser an en- 
graved wristwatch and a desk clock. 





Complete 


Group Coverage 






















The LNL representative can offer his 
Group prospects a complete line of em- 
ployer-employee benefit programs at low 
net cost. He stands ready to meet the 
prospect’s needs — whether for life, dis- 


its field men. 


The 


ability, or retirement plans. 


Lincoln National’s Group insurance 
service provides another reason for our 
proud claim that LN L is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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BANKERS LUPE 
OF NEBRASKA 


ANNUAL REPORT 


DECEMBER 31, 1951 


LIABILITIES 


Policyholder Reserves 


Policy 
Reserves ... 


Bonds (Amortized Value)  $44,230,455.47 


vu. Ss. 
Government $ 5,892,875.00 


State and 
Municipal . 


-$53,890,814.00 


Supplementary ~ 


- 2,283,495.60 Contracts .. 


3,394,844.00 


5,754,418.41 Prepaid 
Premiums ... 


Dividends Left 
at Interest .. 


vu. s. 
Railroads ... 
Public Utilities 11,276,731.39 
Canadian .... 2,475,272.91 
industrial .... 16,547,662.16 


1,742,310.00 
1,867,540.67 


Premiums Paid in Advance 


kk: f 1, $ 
Stocks (Preferred $1,955,233.95; cal Radauath Aaercen 


Common $816.171.40; 2,771,405.35 





. Policyhol 
yo rapety~ 1 i ad aa Payable in Following 
Cit 7,201.56; Years and Reserves 

FM. bg for Deferred Dividends 

|. $1,847,908.23) 15,747,509.31 
Reserve for Taxes Payable 

Reat Estate (Home Office in Year Following 
$34,268.83; Sold Under 
Contract $15,740.53: 
investment $287,933.81) ... 


Reserve for Retirement Plans 1,150,402.00 
337,943.17 

Death Claims Reported, 

Proofs Incl. $91,820.00 Re- 

serve for not Reported 


Loans on Policies 

165,167.00 

Cash in Office and Banks .. ‘ 
Reserve For Miscellaneous 
Small Accounts 139,027.59 


162,056.76 


Accrued Interest and Rent .. 


Security Valuation Reserve 
Due from Reinsurance 

Reserve for Fluctuation in 

Asset Values $50,000.00 
teferred and Unreported 
Premiums and Misc. items 
(Less Non Admitted) 


Additional Funds for P. 


tion of Policyholders 5,315,008.82 


Total ......06 Oereeeseeees $69,174,183.05 


874,189.68 
$69,174,183.05 


RECORD FOR 1951 


Paid to Policyholders and ies Since 1887 
insurance Issued, Revived.and Increased 

Insurance in Force December 31, 1951 .. 

Increase in Insurance in Force .... 

Mincrease in Assets 
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BRIEF FACTS 


FROM OUR FIFTY-SECOND ANNUAL REPORT 


e Insurance in Force.......... $268,614,795.00 
Increase of $18,021,886 
WU sk ck $ 65,986,829.47 
Increase of $3,837,855.35 
e Payments to Policyowners 
and Beneficiaries ........ $ 4,065,259.48 
Increase of $691,230.10 


e Capital, Surplus and 
Special Reserves ........ $ 4,646,138.97 
Increase of $408,693.13 


ATLANTIC LIFE 
INSURANCE COMPANY 


Established 1900 
RICHMOND, VIRGINIA 


























POLICIES 





Pacific Mutual Reduces 
Most Non-Par Premiums 


Pacific Mutual Life has reduced pre- 
miums on all but a few non-participat- 
ing plans. Premiums for decreasing 
term forms, retirement income with in- 
surance, joint and single premium an- 
nuities, remain unchanged. Premiums 
for endowment at age 85 have been in- 
creased. 

Rates on waiver benefits when issued 
with adult plans have also been reduced. 
However, the company has left un- 
changed the waiver premiums for dis- 
ability payor benefits on juvenile poli- 
cies. Charges for premium waiver and 
disability payor benefits on all plans for 
women are 150% above those for men, 
a drop of 50%. 

A minimum of $2,500 will be observed 
on non-participating plans, with the fol- 
lowing exceptions: special whole life; 
modified life and 5-year term, $5,000; 
endowment at age 85, and retirement in- 
come with insurance, $1,000. 





Union Central Modifications 


Union Central Life will pay equal 
periodic installments for 26-30 years on 
whole life modified premium and single 
premium plans numbered 2,000,000 or 
over. 

The company will permit benefici- 
aries of these policies to repay, in whole 
or in part, any outstanding policy in- 
debtedness to increase the net amount 
available for payment under a settle- 
ment option, provided the total amount 
placed under a settlement option will 
not exceed the face amount of the pol- 
icy together with the face amount of 
any dividend additions. 

The whole life modified plan will be 
issued at age 0 on standard risks with- 
out payor benefits, except in New York. 
The single premium life plan will be 
issued age 66-70, with no risks over 
$25,000. 





Guarantee Mutual Life has increased 
its accidental death benefits to $50,000. 


AGENCY NEWS 


Myer Ahead at the Quarter 


The Myer agency for Mutual Life, 
New York City, led all company agen- 
cies in volume and policies sold for the 
first quarter. The Hood agency, Port- 
land, Ore., was second in volume, and 
the Brown agency, Grand Rapids, Mich., 
was second in policies. The Tyner 
agency, Cleveland, finished third in vol- 
ume, and the Knutsen agency, Milwau- 
kee, was third in policies. 














Rosenbaum “Marches” Up 


Paid production for the Rosenbaum 
general agency for Mutual Benefit Life, 
Brooklyn, totaled over $1 million for 
March. The agency, founded in 1948, 
recently opened a Manhattan branch 
with James P. Carr as manager. 


Green Bay Wins Prudential Award 


Peter C. Zimmer, Prudential director 
of agencies for Wisconsin, Minnesota 
and Iowa, presented a president’s cita~ 
tion to the Green Bay district office as 
one of the leaders in all-around perform- 
ance in 1951. William G. Heppert, head 
of the district since 1932, accepted the 
award. 


Link Lincoln and Kefauver 


Rep. Hays, Ohio campaign manager 
for Senator Kefauver, says he asked 
Murray Lincoln, president of the Ohio 
Farm Bureau insurers to be listed as 
second choice for president on state bal- 
lots. However, Lincoln declined. Hays 
said he did not necessarily mean that 
Lincoln was being encouraged to run 











for vice-president on the Kefauver ticket, 
but that Ohio law requires voters to 
select delegates with listings as to their 
first and second choices for the presi- 
dency. 

However, he added: “If the demo- 
cratic convention should decide to pick 
Mr. Lincoln for the vice-presidency, I 
would like it, and I’m sure that what- 
ever the convention does would suit 
Senator Kefauver.” 





Americans Will Journey 
to French Conference 


Holgar J. Johnson, president, and 
Arthur C. Daniels, executive assistant 
of the Institute of Life Insurance, 
Charles J. Zimmerman, managing di- 
rector of L. I. A. M. A., and Frank L. 
Rowland, managing director of Life 
Office Management Assn., will represent 
the American life insurance business at 
a meeting starting April 28 at Monte 
Carlo sponsored by the insurance pro- 
ductivity committee of France that was 
organized following the visit here last 
year of a group of French insurance 
executives. 








Convention Dates 


“April 21-23, Home Office Life Under- 
writers Assn., New York City. 


April 23-25, Life Insurers Conference. 
anata Gulf hotel, Edgewater Park, 
iss 


April 24-25, Society of Actuaries, May- 
flower hotel, "Washington, D. C. 


April 24-25, N.A.I.C. Zone 3, Long Beach 
Resort, Panama City, Fla. 


April 27-29, Southern Round Table of 
Life Insurance Advertisers Assn., Jung 
hotel, New Orleans. 

April 28-29, N.A.I.C. Zone 4, Sheraton- 
Cadillac hotel, Detroit. 


May 5-7, L.I.A.M.A. large companies 
conferences, Westchester Country Club, 

ye, 

May 9-10, Kansas Assn. of Life Under- 
writers annual meeting and sales con- 
gress, Wichita 


May 13-14, Assn. of Life Insurance 
Counsel, spring meeting, Greenbrier, 
White Sulphur Springs, W. Va. 

May 16-17, Ohio Life Underwriters 
Assn. annual convention, Deshler-Wal- 
lick hotel, Columbus. 

May 16-17, Illinois State Assn. of Life 
Underwriters annual meeting, Hotel 
Faust, Rockford. 

May 19-20, Insurance conference Amer- 
ican Management Assn., Hotel Statler, 
New York City. 

May 26-28, L.I.A.M.A. combination com- 
panies conference, General Oglethorpe 
hotel, Savannah, Ga. 

May 26-28. H. & A. Underwriters Con- 
ference annual, Cosmopolitan hotel, Den- 
ver. 

May 26-27, Life Office Management 
Assn. conference, Broadmoor hotel, Colo- 
rado Springs, Col 

May 30-June 1, Consumer Credit In- 
surance Assn., annual, Hot Springs, Va. 

May 28-29, Life Insurance Assn. spring 
meeting, Homestead, Hot Springs, Va. 

June 4, Fraternal Actuarial Assn, 
Edgewater Beach Hotel, Chicago. 

June 13-17, Million Dollar Round Table, 
annual, Mt. Washington hotel, Bretton 
Woods, N. H. 

June 16-19, International Assn. of A. & 
H. Underwriters, annual, Asbury Park, 

June 22-25, N.A.I.C. annual convention, 
Conrad Hilton hotel, Chicago. 

June 26-28, Texas Assn. of Life Under- 
writers annual convention, Plaza hotel, 
San Antonio. 

June 26-28, American Life Convention 
yates section, Homestead, Hot Springs, 

a 

Sept. 8-12, National Assn. of Life Un- 
ai annual convention, Atlantic 

ty. 

Sept. 21-23, Life Office Management 
Assn. conference, Netherland-Plaza ho- 
tel, Cincinnati. 








GROUP & PENSION 
ASSISTANT 


At least two years direct experience with group 
insurance plus five years general life insurance 
experience. This opening with a large brokerage 
house presents an attractive opportunity within 
the insurance profession. In reply please sub- 
mit complete details concerning age, experi- 
ence, education and salary desired. Salary 

- to $6,000. Address L-I9, The National 
Underwriter, 175 W. Jackson ‘Blvd., Chicago 
4, Mlinois. 














exert 
ducer 


Pille 
Ric 
charg 
Life, 
Agen 
dinne 
Gene 














April 18, 1952 


LIFE INSURANCE EDITION 


17 











nt, and 
ssistant 
surance, 
ing di- 
rank L. 
of ~=Life 
present 
iness at 
Monte 
ce pro- 
lat was 
sre last 
surance 





—————— 


ae 


Under- 


erence, 
r Park, 


Ss, May- 
; Beach 


able of 
» Jung 


eraton- 


panies 
| Club, 


Under- 
S con- 


urance 
nbrier, 


vriters 
r-Wal- 


of Life 
Hotel 


Amer- 
statler, 


1 com- 
thorpe 


3 Con- 
. Den- 


‘ement 
Colo- 


it In- 
's, Va. 
spring 
Va. 
Assn., 


Table, 
retton 


fA. & 
Park, 


ntion, 


nder- 
hotel, 


ontion 
rings, 


3 Un- 
lantic 


yment 
1 ho- 





XUM 








LIFE MANAGERS 


Los Angeles Managers Hear 
Discussion on Time Control 


Life Insurance Managers Assn. of 
Los Angeles concentrated on time con- 
trol in a panel discussion at the April 
meeting. Participants were Milton L. 
Rose, Paul Revere Life; Hal Baldwin, 
Occidental of California, and Arthur 
Krause, Pacific Mutual Life. 

Mr. Rose declared the general agent 
should devise a well organized plan and 
follow it through the year. By follow- 
ing this method, he said he is able 
to keep his fingers “on the pulse of the 
market”. 

Mr. Baldwin reported that he devotes 
1/3 day to production by the agency; 
1/3 to training, and the last third to 
personal production. Mr. Krause said 
that he devotes his afternoons to re- 
and Saturdays to 





cruiting, mornings 
his agents. 

Russell L. Hoghe, Equitable of Iowa, 
will arrange the regional conference set 
for May 15, and John W. Yates, Massa- 
chusetts Mutual Life, will be chairman 
of the annual play-day, June 27. 





Steinbeck at San Francisco 


Leroy G. Steinbeck, executive man- 
ager of American Society of C.L.U., 
on a special trip to California, will dis- 
cuss the progress of the C.L.U. move- 
ment before San Francisco General 
Agents & ‘Managers Assn., April 21. 

Mr. Steinbeck is making a report on 
his survey as to the dollars and cents 
value of the C.L.U. designation to en- 
courage general agents and managers ‘to 


exert greater effort among their pro-| 


ducers to seek the designation. 


Pille Milwaukee Speaker 


Richard E. Pille, vice-president in 
charge of agencies of Mutual Benefit 
Life, will discuss “Observations on 
Agency Management” at the April 25 
dinner meeting of Life Managers & 
General Agents Assn. of Milwaukee. 








Carmen Gallia of the Fixa agency of 
Manhattan Life, San Francisco, will 
discuss the technique of handling people 
at a meeting of the San Francisco 
cashiers, 


Miner Baker, assistant vice-president 
First National Bank, Seattle, spoke on 
“Business as Unusual,” at the April 
meeting of Seattle managers. 





Lyle E. Adams, manager Retail Credit, 
Chicago, will address the April 23 meet- 
ing of the Chicago cashiers. 








Panels, Discussions Follow 
Nebraska Institute Dinner 


There were 114 present at a dinner 
meeting of Insurance Institute of Ne- 
braska at Omaha. Wayne L. Packard, 
vice-president and treasurer Security 
Mutual Life of Nebraska, presided as 
institute president. Following dinner, 
members of the institute adjourned to 
their various panel discussions which 
were held in the home office of United 
Benefit Life. 

The panels and discussion leaders 
were: Accounting and statistical, Walter 
Ongert, World; A. & H., John Conover, 
Guarantee Mutual; actuarial, Burrell 
Doyle, Guarantee Mutual; agency and 
agency secretaries, R. J. Taylor, United 
Benefit; investment, R. L. Daly and 
George Milne, United Benefit; person- 
nel and planning, Earl Christensen, 
Guarantee Mutual; policyowners serv- 
ice, Harry Seward, Bankers of Ne- 
braska, and_ underwriting, Frank 
Hannan, United Benefit. 





Insurance Men on Tour 


Wichita insurance interests had a 
Prominent part in the annual good will 
tour of Wichita Chamber of Commerce 
through four states, visiting 35 towns in 





New Mexico, Texas, Oklahoma and 
Kansas. Life insurance was represented 
by Frank B. Jacobshagen, vice-presi- 
dent-secretary, and C. A. Swallow, as- 
sistant secretary of Farmers & Bank- 
ers. 





Lincoln National Leaders 


Theodore H. Davies & Co., Far East, 
Ltd., with headquarters in Manila and 
territory extending through the Philip- 
pines, ranked first among all agencies 
of Lincoln National in total paid pro- 
duction for the first three months of 
1952. The Marsh agency at Washing- 
ton, D. C., was second, and the Wood 
agency, Chicago, was third. 





Travelers Expands Holdings 


Travelers has enlarged its holdings 
in the Front street area of Hartford 
and is negotiating for the purchase of 
six additional pieces of property. 

The new acquisitions will give the 
company a frontage of 250 feet on 
Front street, with a depth of about 
250 feet. With its main buildings nearby 
on Main street, Travelers may develop 
its new purchases for “advantageous 
use” later, a spokesman said. 


Ask Careful Consideration 
for Russell Memorial Award 


A call has gone out from N. A. L. U. 
to local and state associations to give 
early consideration to nominations for 
the 1952 John Newton Russell me- 
morial award. This award was estab- 
lished by John H. Russell, Pacific 
Mutual, Los Angeles, to perpetuate the 
memory of his father, who was pres- 
ident of National Assn. of Life Under- 
writers 1916-17 and has been given for 
the 10 years following his death in 
1942. Clifford H. Orr, National Life 
of Vermont, Philadelphia, chairman of 
the 1952 award committee, has urged 
careful consideration to leaders of agents’ 
groups in filling out nomination blanks. 





Pension Forum at Hartford 


“The Place of Pensions in the New 
England Scene” will be discussed by 
Walter Raleigh, executive vice-president 
of the New England Council, at a pen- 
sion planning forum May 5 sponsored 
by the Hartford C.L.U. chapter. 

‘Other speakers already secured in- 
clude Lawrence J. Ackerman, dean of 
the school of business administration 
University of Connecticut, and Denis B. 


Maduro, New York attorney. Others 


will be announced later. 





Set Combination Companies 
Conference for May 26-28 


The combination companies spring 
conference of L.I.A.M.A. will meet May 
26-28, at Savannah, ‘Ga. 

The conference will feature panel dis- 
cussions on what is being done to give 
the agent more selling time; sales pro- 
motion help for the agent; incentives 
for increased production, and what is 
being done to equip agents for new or 
special markets. William J. Hamrick, 
vice-president Gulf Life, will be chair- 
man. 


New Production Club Heads 


Newly appointed officers of the Lead- 
ing Producers Club of Occidental of 
California are Frank J. Longo, Los 
Angeles, president; W. Gleason Condon, 
Baltimore, first vice-president, and R. P. 
— Albuquerque, second vice-presi- 

ent. 








Mutual Life has received a promissory 
note for $1 million at 414%, due in 
1962 from National Discount Corp. 








at once. 


If you are the forward looking type of man — who de- 
sires to enter upon a profitable and worthwhile career 
— then read this message carefully! 


There’s a place for you in National Reserve Life’s big 
expansion program now under “full steam.” Choice, 
profitable territories are presently available if you act 


Join National Reserve Life . . . “The Company Old 
Enough to Be of Proved Strength .. . Young Enough to 
Take a Personal Interest in You!” 


Get the Facts .. . and go forward with National Re- 
serve Lifel Write today for complete information. 





H. O. CHAPMAN, PRESIDENT 
W. E. MOORE, AGENCY VICE PRESIDENT 
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SALES IDEAS OF THE WEEK 





USE REVENUE LAW CHANGE 





Producers Making Hay in 
Multiple-Employer Setups 


NEW YORK—dQuite a few agents 
are picking up a nice volume of business 


vision that exempts up to $5,000 of 
contractual death benefits paid by an 
employer to beneficiaries of a deceased 


company is that the $5,000 exemption 
applies to each employer. Of course, this 
is a fairly unusual situation but in some 
fields is not so rare as might be sup- 
posed. For example, a chain store ex- 
ecutive may be drawing part of his 
salary from affiliated corporations, each 
of which operates in a different state. 


Exemption Might Change 


How long the exemption privilege 
will apply to such multi-employer situa- 
tions is problematical but in the mean- 
time it has opened up quite a market for 
resourceful agents who know about this 
type of situation and have the neces- 


poration at the employe’s death would 
always exceed the total premiums paid 
by the corporation. Usually the excess 
would be greater than the net cost after 
taxes ($1,500) of the death benefit to 
the employe’s beneficiary and the ulti- 
mate cost of providing a $5,000 death 
benefit would in that case be nothing, 
Of course, premiums paid on the life 
insurance are not deductible by the cor- 
poration. 


How Plan Works 


The accompanying tabulation shows 
how the plan operates on a net Cost 
basis to the employer. This shows how 


selling key-man insurance on executives 
who are on the payrolls of more than 
one corporation. The opportunity arises 
from the new federal income tax pro- 


employe. 


What makes it an 


attractive deal 
where a man works for more than one 


sary entree. 

Even where only a single employer 
is involved, the use of life insurance 
to take advantage of the new exemption 









helps field men 
advance faster with the 
SOCIAL SECURITY CALCULATOR 








Targets social secur- 
ity benefits in a jiffy. 
Easy to use. No pen- 
cil needed. Computes 
both old and new 
wbenefits. 









“More power to men in the field”... 
that's the purpose of General American's great 
array of selling tools. General American Life offers 
more visual selling aids to help field represen- 
tatives to greater success. You pla better tlose 
faster, and enjoy more’Satisfaction in every sale. 
That is one of the ways General American backs 
up the efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 











OLD REPUBLIC CREDIT LIFE INSURANCE COMPANY 


Specialized Insurance Service 


Safeguarding Consumer Credit 


JAMES H. JARRELL, President | HOME OFFICE: Chicago, Illinois 


Regional Offices: Birmingham, Ala. @ Denver, Colo. @ Washington, D. C. 
San Francisco, Calif. @ Columbus, Ohio @ Tulsa, Oklahoma 





can be made quite attractive to the cor- 
poration. Republic National Life in its 
“Sell-o-Gram” shows how this works. 

Where a corporation is subject to the 
top corporation tax, including normal, 
surtax and excess profits taxes, 70% of 
the death benefit can be arranged 
through life insurance so that in many 
cases it will not cost the employer any- 
thing at all. For corporations in this 
tax bracket the net cost of a $5,000 con- 
tractual death benefit would be only 
about $1,500. 


Proceeds Free of Tax 


If such a corporation owns life insur- 
ance on an employe in the amount of 
$5,000 with proceeds at death payable 
to the corporation, the entire $5,000 
would go to the corporation free of tax, 
since proceeds payable by reason of 
death of the insured are not subject 
to income tax. 

If a life paid-up at age 65 plan is 
used, the proceeds payable to the cor- 


at the various ages the payment of the 
death benefit would add tax-free surplus 
to the corporation while of course the 
cash values in the policies represent a 
surplus reserve even before death. This 
addition of tax free surplus is important 
to many corporations that find them- 
selves restricted in building surplus be- 
of the federal tax on “unreason- 
accumulations of surplus. Gen- 
erally at least 70% of current profits 
must be distributed in dividends to 
stockholders. Purchase of life insurance 
on key men to finance contractual death 
benefits offers an opportunity to add 
to surplus without risking this tax. 

Incidentally, the new internal revenue 
code provision makes no change in the 
status of these death benefits as respects 
their deductibility as an ordinary and 
necessary business expense of the cor- 
poration. If reasonable in amount, these 
would have been allowed even under 
the former law. 

The tabulation shows the _ results, 
using a Republic National non-par- 
ticipating rate at age 40 for life paid-up 
at 65 and a corporation having a total 
tax rate of 70%. 


Plan to Finance Employe Death Benefit of $5,000 
Age 10—$5,000 Life Paid up at 65 Non-Par; Corporate Income Tax 70% 


1 2 3 4 5 
Age Death Income Costto Life Ins. 
at Benefits Tax De- Corporation Payable 
Death to Family duction after Taxes to Corp. 
40 $5,000 $3,500 $1,500 $5,000 
41 5,000 3,500 1,500 5,000 
42 5,000 3,500 1,500 5,000 
43 5,000 3,500 1,500 5,000 
44 5,000 3,500 1,500 5,000 
45 5,000 3,500 1,500 5,000 
46 5,000 3,500 1,500 5,000 
47 5,000 3,500 1,500 5,000 
48 5,000 3,500 1,500 5,000 
49 5,000 3,500 1,500 5,000 
50 5,000 3,500 1,500 5,000 
51 5,000 3,500 1,500 5,000 
52 5,000 3,500 1,500 5,000 
53 5,000 3,500 1,500 5,000 
54 5,000 3,500 1,500 5,000 
55 5,000 3,500 1,500 5,000 
56 5,000 3,500 1,500 5,000 
57 5,000 3,500 1,500 5,000 
58 5,000 3,500 1,500 5,000 
59 5,000 3,500 1,500 5,000 
60 5,000 3,500 1,500 5,000 
61 5,000 3,500 1,500 5,000 
62 5,000 3,500 1,500 5,000 
63 5,000 3,500 1,500 5,000 
64 5,000 3,500 1,500 5,000 


6 7 8 9 
Total Prem. Excess of Tax free Net Cost of 
to Date Proceeds Additional 
of Death Over Deposits to Surplus Corporation 
(Col. 7— (Col. 4— 
Col. 4) Col. 7) 
$ 166.50 $4,833.50 $3,333.50 
333.00 4,667.00 3,167.00 
499.50 4,500.50 3,000.50 
666.00 4,334.00 2,834,00 
832.50 4,167,50 2,667.50 
999.00 4,001.00 2,501.00 
1,665.00 3,834.50 2,334.50 
1,332.00 3,668.00 2,168.00 
1,498.50 3,501.50 2,001.50 
1,665.00 3,335.00 1,835.00 
1,831.50 3,178.50 1,668.50 
1,998.00 3,002.00 1,502.00 
2,164.50 2,835.50 1,335.50 
2,331.00 2,669.00 1,169.00 
2,497.50 2,502.50 1,002.50 
2,664.00 2,360.00 836.00 
2,830.50 2,169.50 669.50 
2,997.00 2,003.00 503.00 
3,163.50 1,836.50 336.50 
3,330.00 1,670.00 170.00 
3,496.50 1,503.50 3.50 
3,663.00 1,337.00 163.00 
3,829.50 1,170.50 329.00 
3,996.00 1,004.00 496.00 
4,162.50 837.50 662.50 








Cleeton at L.A. 
Steals Show With 
‘10 Commandments’ 


Charles E. Cleeton, president of N.A. 
L.U., who outlined to more than 500 
of his fellow members of the Los An- 
geles association in attendance at its 
sales congress his 10 commandments 
of selling, “stole the show.” 

Speaking at the luncheon, he also 
gave a brief review of the work of 
N.A.L.U., with special attention to what 
happened to the Condon bill in New 
York, and to the Kilday bill in Congress, 
which he said is unsound. 

His “10 commandments,” which he 
gave with spicy and pertinent comment 
on each, are: (1) The life underwriter 
should have a plan of life for himself; 
(2) believe wholeheartedly in life in- 
surance; (3) have a definite object for 
each day; (4) develop a real prospect 
file and make it work for you; (5) be 
good to your centers of influence; (6) 
“where have I gone during the day 
and have I done what I planned?” (7) 
get rid of your china eggs, give them 
to some one else; (8) a sale worth 
making is worth preparing for; (9) 


steal one hour each day for yourself; 
(10) help fight for your profession. 
There were two panels in the morn- 
ing and two in the afternoon. At the 
personal production demonstration panel 
in the morning John M. Russon, Massa- 
chusetts Mutual, speaking on “Plan- 
ning’s Price Tags,’ said the salesman 
must have a high purpose, must want 
to accomplish it badly enough to sur- 
render himself to it and must organize 
a work schedule which will enable him 
to accomplish it. George J. Russnak, 
Metropolitan Life, on “Sell Yourself,” 
emphasized that self-confidence is neces- 
sary in selling. He also stressed time 
control and the elimination of back calls. 


Jack Schwartz, Reliance Life, whose 
subject was “Making the Telephone 
Work for You,” gave a demonstration, 
with a dummy phone, of his plan of 
work. 

The other morning panel was on em- 
ploye benefit plans, with Harry R. Van 
Cleve and Richard ‘Ri. Van Cleve, father 
and son, talking on “Group Insurance.” 
They said the only selling necessary 
is to convince management that it is 
better to send the employes’ money to 
an insurance company rather than to 
the state of California. They usually 
quote two or three companies to a pros- 
pect, make recommendations as to first: 
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and second choice, but never take a 
group representative with them until the 
sale is made. Earl W. Beebe, National 
of Vermont, talking on “Profit Sharing 
Plans” outlined his methods of assisting 
owners of closed corporations in pro- 


tecting themselves against the inroads. 


of taxation. : 

Dr. Lee A. Du Bridge, president 
California Institute of Technology, was 
the luncheon speaker on “Higher Edu- 
cation and the National Welfare.” 


A. & H. Is Featured 


At the afternoon session, one panel 
was given over to “Ideas for Today’s 
Market,” opening with a short talk 
on “Accident, Health and Hospitaliza- 
tion Insurance As It Applies to the Life 
Insurance Business,” by Walter L. Mc- 
Kee, Connecticut General. He said the 
fact that more companies entering the 
A. & H. field shows the necessity for 
the coverage; that the earning power of 
the individual is a big factor in the in- 
surance pattern; that the producer must 
bring the benefits of A. & H. insurance 
to the prospect, who will buy if it is 
presented to him; if he does not pre- 
sent the need for indemnity to the pros- 
pect, someone else will. } 

Anthony Glynn, Mutual Life, speak- 
ing on “Making Strangers into Policy- 
holders” and William M. Shelton, Jr., 
New England Mutual, on “Life Insur- 
ance—It’s Your Best Bet,” told of their 
plans of operation. 

The other panel of the afternoon, on 
“Estate Planning—as Related to Busi- 
ness Insurance,” featured a highly tech- 


WANT ADS 


Rates $13 per inch per insertion— | Inch minl- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Bivd. Individuals placing ads are requested 
to make payment in ad 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 











.two attorneys, 





ASSISTANT TO 
NORTHWESTERN MUTUAL 
GENERAL AGENT 


Excellent opportunity to learn General Agency 
work by assisting Northwestern Mutual General 
Agent in midwestern city of 250,000 population 
in recruiting, training agents. 

Salary and bonus reflecting results plus com- 
missions on personal business. 

If you have clean record with personal produc- 
tion of $200,000 write complete details in con- 
fidence. No inquiries will be made before you 
are contacted. 


Address K-48, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 








AGENCY MANAGER 


56-Year old midwest company with record 
of growth over last 5 years challenging 
comparison seeks man to take over its Des 
Moines agency. Established offices with 
nucleus agency organization in territory 
embracing 9 of lowa’s richest counties. 
Liberal contract and bonus plan. Full home 
office backing. Big future here for right 
man between ages 30-50 with successful 
record in personal sales who can do a job 
of managing. Tell your full story in con- 
fidence. Address L-21, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 
4, Illinois. 








WANTED 


by a small Ohio Life company, young man, 
underwriter experienced in Home Office Life 
Department and familiar with Home Office 
accounting system. Give full details, stating 
salary wanted and address. Address K-92, The 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Illinois. 











MANAGEMENT OPPORTUNITY 
WANTED 


Would like management connection preferably 
in West or Southwest. Now producing $400,000 
life business annuaily. Graduate of Purdue 





University LIMI. Address L-20, The National 
Pennie. 175 W. Jackson Blvd., Chicago 
A fois. 





nical 7iscussion by Edwin G. Davies and 
Leon B. Brown and 
Richard H. Forster. 

The program was repeated in part 
when the southern California caravan 
made its visit to San Diego. 








Grant Restraining Order 
Pending Mo. Tax Decision 


Judge Blair of Cole county circuit 
court has granted the restraining order 
sought by Missouri Insurance Co. to 
prevent the state collector of revenue 
and Insurance Superintendent Leggett 
forcing the company to stop operations 
in Missouri because it has refused to 
pay the state’s 2% insurance premium 
tax. The restraining order will remain 
in effect until the Missouri supreme 
court has handed down its final decision 
in General American vs. Bates on 
whether or not the state premium tax 
act is rendered unconstitutional because 
of a provision that it is to be paid “in 
lieu of all other taxes” on the intangible 
property of the company. It is antici- 
pated that several other companies dom- 
iciled in Missouri will take immediate 
steps for similar restraining orders. 





Mississippi Income Tax 
Legislation Is Cloudy 


_ The Mississippi legislature has ad- 
journed after putting through in the 
general revision of the income tax law a 
provision making all types of companies 
specifically subject to state income tax. 
This would bring the mutual life com- 
panies and other mutual companies un- 
der the state income tax based on in- 
crease in surplus. They have been ex- 
empt since 1927. The effect of this 
ruling is so uncertain that even the 
sponsor of the bill, Earle Evans, Jr.. 
chairman of the senate finance commit- 
tee, made the observation that the tax 
probably wouldn’t be collected for a 
couple of years and it will take a great 
deal of litigation before the wording of 
the measure would be clear. 

. Just before the senate adjourned, it 
defeated by 29 to 16 a bill which would 
have increased the rate of premium tax 
on foreign life companies from 244% to 
3%. This bill would also have had the 
effect of placing the tax on a gross 
premium instead of a net premium basis. 
The rate of tax on domestic companies 
would have been increased. The meas- 
ure had been passed by the house. 

There was no change enacted in the 
premium tax law. A good deal of sup- 
port had been developed for a bill to 
remove the policy dividend deduction 
for mutual companies in arriving at the 
premium tax. 

A house Dill was killed that would 
have provided for a joint committee to 
conduct a sweeping investigation of in- 
surance, but instead there was adopted a 
senate concurrent resolution requesting 
the present standing legislative investi- 
gating committee to look into the in- 
surance business and report at the next 
session. 


Honor Marsh at Luncheon 


John D. Marsh, president J. D. Marsh 
& Associates, estate planners, Washing- 
ton, C., was feted at a luncheon 
climaxing a March sales campaign in 
his honor. Business produced in the 
month totaled $3,544,632. 





N. Y. State Assn. Meets 


New York State Assn. of Life Un- 
derwriters will meet May 16 at Hotel 
Syracuse, Syracuse, N. Y. The meeting 
of the general committee and the past 
presidents dinner will be May 15. 





At a meeting of the Insurance Society 
of Ohio State University at Columbus 
Monday evening, honorary memberships 
were presented to about 15 persons. The 
presentations were made by Bill C. 
Toms, president of the society, and 
Superintendent Robinson. 








“the policy that 
can’t change 
its mind” 


will change your sales curve. . . 
UPWARDS! 


Security’ Mutual Life's Non-Cancellable 
Health-and-Accident Policy will make more sales 
for you. : 


here's why: 
e Renewable to age 65 a 
e Incontestable after two years 
e No reduction in benefits at any age 


e Claim payments do not reduce policy 
benefits 


House confinement never required; 31-day grace 
period; waiver of premium; no premium increase 
at any age; partial disability for both accident 
and sickness. 


sell Security Mutual Non-Can . . . 


and when you 


. .. you've got the hard-hitting support of Security Mutual's 
national advertising — selling Non-Can with a real emo- 
tional wallop in leading magazines: Fortune, The New 
Yorker, The New York Times Sunday Magazine, Newsweek, U. S. 
News & World Report. , 


. . . you'll have Security Mutual's new, dramatic, easy-to-grasp 
promotional material to use in making your sales. 


. . - with Security Mutual you've got an alert, agency-minded 
company working for you. 
BINGHAMTON. NEW YORK 


th MUTUAL LIFE IN SJ Feit PANY 
Aelting Security since 1886 

Also: Life—Commercial A & H—Hospitalization—Group—and the “Security Accumulator” 

olathe eaten eee 


1 NORMAN T. CARSON, Agency Vice-President 


| SECURITY MUTUAL LIFE INSURANCE COMPANY, 
MAIL BINGHAMTON, NEW YORK 
THE COUPON ; 
1 ‘I'd like to know more about “The Policy That Can’t Change Its Mind,” 
TORRE. + + 5 —and about what Security Mutual will do to help me sell it. 
AND SEE HOW 
AGENCY MINDED NAME Prrrr rrr rrr rr rrererrerreereeerePEPePEP cere rrr rrr reer rrr rT) 
WE ARE SER ADI A IAA LELTNECOR EE IIIS NS 
I 
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Complete- 


SAA personal insurance service! 









lV) Group 
lV] Salary Savings 
lV) Franchise 
V] Wholesale 
LY] Medical and Surgical VV] Brokerage 


Reimbursement 


IV] Health 
lv] Accident 
lV Hospitalization 








Vv] Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President - Home Office: Dallas 


Life insurance in force exceeds $365,000,000.00 











WOULD YOU BE INTRIGUED 
BY AN AGENCY EXECUTIVE OPPORTUNITY? 


Our Home Office Executive agency staff (which 
has expanded annual sales from $17 Millions to 
$293 Millions in past few years) needs to be sup- 
plemented by addition of able and enthusiastic 
organizer, capable of contracting General Agents 
and Managers for top level positions in important 
cities where we are not yet established. Organiza- 
tion experience not essential but desirable. You 
should enjoy traveling, since for the first two years 
considerable travel from coast to coast will be 
required. Work will consist primarily of selection 
and organization of new agency units and regional 
offices. We are thinking in terms of a five figure 
salary to start. Future advancement to higher 
executive post assured to qualifying candidate. A 
magnificent opportunity for a really enthusiastic 
individual between the ages of 33-42. Please 
address me personally. 











Chas. E. Becker, President 
FRANKLIN LIFE INSURANCE COMPANY 
Springfield, Illinois 


Distinguished Service since 1884 $1,180,000,000 in force 





























NEWS OF LIFE ASSOCIATIONS 


breakfast at Columbus, May 17, in con. 
nection with the annual convention oj 


Record Attendance 
~ Ohio Assn. of Life Underwriters. The 
at Arizona Congress ‘ breakfast will be sponsored by the Ohio 


C.L.U.’s. Congressman John M. Vorys 
of Columbus will also be a speaker at 
the convention. 

Ohio State University will present its 
annual Agency Management Conference 
May 15. 


The annual sales congress of the 
Arizona Assn. of Life Underwriters at 
Phoenix, attended by 250, was evidence 
of the rapid growth of the association. 
According to M. A. Morey, Business 
Men’s Assurance, president of the asso- 
ciation, the Arizona group has increased 
from 75 10 years ago to 175. John C. 
Koppen, Lincoln National, past presi- 
dent of the association and a.member of 
the legislative committee, presided. 

Lawrence J. Evans, general agent for 
Northwestern Mutual at Portland, Ore., 
told of some selling approaches which 
are simple and yet effective. He has 
found effective an approach with the 
statement, “I hear you are interested in 
buying some life insurance.” 

Isaac S. Kibrick, New York Life, 
Boston, said that more than 80% of 
American businesses are owned by not 
more than a few individuals who have 
invested most or all of their assets in 
the enterprises. By the means of life 
insurance alone is it possible for them 
to protect their families and to. guar- 
antee continuation of the businesses. 


Emphasizes Social Responsibility 


Wallis Boileau, Jr., second  vice- 
president Penn Mutual, as the luncheon 
speaker commented that the fact that it 
it impossible for people to accumulate 
estates today by any other means than 
life insurance, means that the life in- 
surance salesman has a much greater 
social responsibility. Instead of selling 
policies on the basis of “caveat emptor” 
as was done in the past, the agent must 
be guided by principle, “let the seller 
beware.” 

Ron Stever, general agent Equitable 
Society, Los Angeles, recommended 
two ways of approaching the pension 
field, which he characterized as very hot 
today because of pressure both from 
labor and from top management be- 
cause of income taxes. The agent can 
either specialize in the field and work 
on a number of cases in order to obtain 
a spread of risk or should work jointly 
and know just enough to open up cases. 
He described the by-products of a pen- 
sion plan as very substantial, since a 
plan provides complete information on 
every employe. He said, however, that 
the agent has a responsibility in the ad- 
ministration of a plan and must “live 
with it.” 

Richard W. Campbell, general agent 
Fidelity Mutual, Altoona, Pa., stated 
that the problems confronting the agent 

today are no different than they were 
years ago, yet the opportunities are far 
greater. He pointed out the fallacy of 
pushing a certain policy, saying the 
proper procedure is to analyze a man’s 
needs. He showed the effectiveness of 
letting unreceptive prospects talk about 
what interests them and stressed the 
value of not selling a small policy to 
a prospect who needs a _ substantial 
amount and is able to pay for it. 


Washington-Baltimore Meet 
Attracts S.R.O. Attendance 
WASHINGTON — Members and 





Western Wisconsin Congress 
at Eau Claire Draws 175 


The one-day western Wisconsin sales 
conference at Eau Claire, sponsored by 
the Western Wisconsin, Wisconsin Val- 
ley, Central Wisconsin and Chippewa 
Valley associations, in cooperation with 
the Wisconsin state group, attracted 175 
agents from western and northwestern 
Wisconsin. Sy Mannix, Old Line Life, 
Eau Claire, past president of the host 
Chippewa Valley association, was gen- 
eral chairman. 

Gordon Fleming, Washington Na- 
tional, Eau Claire, Chippewa Valley 
head, presided at the opening session at 
which Don ‘Ross, merchandising man- 
ager of Successful Farming magazine, 
spoke on “Selling America’s Biggest 
Businessman — the Farmer.” He ad- 
vised agents to sell the farmers on the 
idea of modernizing their life insurance 
programs. 


Mannix Presides at Luncheon 


The program for the luncheon meet- 
ing, with Mr. Mannix as chairman, was 
arranged by state officers and the Fly- 
ing Caravan provided the speakers. C. 
W. Tomlinson, Bankers Life, Madison, 
state president, spoke on the advan- 
tages of organization and the value to 
the agent of belonging to his local, state 
and national trade group. He also out- 
lined what the associations have done 
and are endeavoring to do for the 
agents. 

. G. McNamara, Old Line Life, 
Waukesha, vice-chairman of the 
N.A.L.U. membership committee, spoke 
on national activities along that line. 
E. C. Ebersol, Lincola National, state 
administrative vice-president and head 
of the Milwaukee association, talked on 
legislation and Edward C. Schroder, 
New York Life, Appleton, state vice- 
president and membership chairman, 
reported on the accomplishments to date 
and the goal for 1952. 


Van Every, Day Afternoon Speakers 


At the afternoon session, which was 
directed by T. J. Litsheim, North Amer- 
ican Life & Casualty, Eau Claire, Har- 
old Van Every, Bankers Life, Minneap- 
olis, discussing “Sales Analysis,” 
stressed the importance of good work 
habits and the importance of keeping 
records to judge one’s own progress in 
the field of life underwriting. Present- 
ing “A Blue Print for Happiness,” New- 
ell C. Day, Equitable Life of Iowa, 
Davenport, emphasized the need for a 
proper set of standards. 


Oaks Heads Conn. Leaders 


Charles K. Oaks, Phoenix Mutual, 
West Hartford, has been named chair- 
man of the Underwriters Leaders Round 
Table of Connecticut. Vice-chairman 1s 








non-member agents of Washington, Stanley J. Lonsdale, Bridgeport, and 
. C, Assn. of Life Underwriters secretary, Sidney S. Silverberg, New 
‘boosted attendance at the recent Wash- Haven. 


ington-Baltimore sales congress to over 


800. . . . 
Speakers included A. R. Jaqua, South- Michigan Speakers Listed 


ern Methodist University; Daniel P. Ca- Final arrangements are under way for 
hill, director of field training Mutual the convention of Michigan Assn, 0 
Life; Owen W. Eames, Northwestern Life Underwriters at Jackson May 16. 
Mutual Life, Boston; Paul W. Cook, August Roty, former president Jackson 
Mutual Benefit Life, Chicago, and Stan- association, is chairman of the conven- 
a ie a Metropolitan Life, Buf- tion committee. Slogan for the meet- 
alo, N. Y. 


Ohio Convention Features 


Clarence L. Peterson, general counsel 
of Ohio State Life, will speak at a 





ing is to be “Ideas for You in ’52.” 
Major speakers will include David B. 
Fluegelman, Northwestern Mutual, New 
York, secretary of N.A.L.U.; Lloyd F. 
Martin, Massachusetts Mutual, Toledo; 
Merritt D. Hill, vice-president Dearborn 
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Motors Corp., and Harold O. Love, De- 
troit attorney. 

The Life Leaders Club will meet there 
May 15. Two business insurance spe- 
cialists will discuss “The Buy and Sell 
Agreement.” 





Nix Named New President 
of Arkansas Association 


C. E. Nix, Little Rock manager of 
National Life & Accident, was elected 
president of Arkansas Assn. of Life 
Underwriters at the association’s sales 
congress at Little Rock. Earl Williams, 
Pyramid Life, Fayetteville, and M. S. 
Tomenlin, Metropolitan Life, Jones- 
boro, were named vice-presidents. Phil 
Boyer, Mutual Benefit Life, Little Rock, 
was reelected secretary and J. Weldon 
Crawford, Penn Mutual, Little Rock, 
was named national committeeman. 

Business life insurance was cited by 
Hal L. Nutt, director of the Purdue 
course, as One way to by-pass the ever- 
rising burden of income taxes. “Only 
hope of the business man is to buy life 
insurance which will enable him to 
defer a portion of his income,” he said. 
Other morning speakers were Clyde S. 
Gay, Life & Casualty, Nashville, on 
“Personality and the Weekly Premium 
Underwriter,” and Henry A. Kirsch, 
Aetna Life, Shreveport, La, on “A 
Day’s Work for a Day’s Pay.” 

The session was opened by Homer L. 
Bailey, Union Life, Little Rock, general 
chairman of the congress. President 
Weldon Crawford presided in the after- 
noon, when the speakers were Herschell 
Emery, Mutual Life, Nashville, on 
“Package Selling,” and Theo M. Green, 
Massachusetts Mutual, Oklahoma City, 
“Advanced Underwriting and Business 
Insurance.” 





New York Caravan in Gear 


The program has been drawn up for 
the sales caravan of New York State 
Assn. of Life Underwriters which will 
roll into Albany on April 23, Syracuse, 
April 24, and Buffalo, April 256. 

Aboard the wagon will be William 
J. Clancy, manager Metropolitan, New 
Haven; Mitchell Rosser, Phoenix Mu- 
tual, Boston; Anthony J. Klug, general 
agent John Hancock, Rochester, and 
Allen J. Reed, manager Prudential, 
Binghamton. Moderator and chairman 
of the caravan will be Frank B. Alberts, 
Aetna Life, Rochester. 

There will be a luncheon in each 
city and the program will last all day. 





Virginia Wood, Northwestern Mutual 
Life, San Francisco, is the first woman 
president of the Leading Life Insurance 
Producers Assn. of Northern California, 
a section of the San Francisco Assn. of 
Life Underwriters. 





Rose Deutch Herman, Mutual Life; 
Florence McConnell, Purdue university, 
and Municipal Judge Coula Butler, will 
speak at the April 29 meeting of Women 
Life Underwriters Assn. of Chicago. 

West Virginia—Homer C. Chaney, sec- 
ond vice-president and director of agen- 
cies New England Mutual Life, discussed 
“Life Insurance—a Flame of Faith’, at 
Huntington. 

Northern New Jersey—Daniel E. Dean, 
Equitable Society; Philadelphia, defined 
C.L.U. as “can’t let up”. 

Hartford—Louie E. Throgmorton, vice- 
president and director of public relations 
of Republic National Life of Dallas, 
spoke on “Is There Not a Cause?” 

Charleston, W. Va.—New officers were 
installed at a dinner meeting attended by 
members and their wives. Carter R. 





_president, and F. H. Mutter, secretary. 


Graley is president; Basil Assaley, vice- 


Garden City, Kan.—The Southwest 
Kansas association featured a round 
table discussion of “How to Sell More 
Insurance’ Easier.” Officers will be 
elected at the May meeting. 

Jackson, Mich.—Joseph Benne, Gary, 
Ind., district manager of Prudential, 
stressed the importance of association 
membership. He particularly emphasized 
the solidarity thus presented in blocking 
adverse legislation. 

St. Louis—William A. Berryman, trust 
officer of Mercantile Trust Co., spoke 
April 17 on “As Life Insurance Comes 
into the Trust Company”. 

National President Charles E. Cleeton 
will speak May 23. 

San Antonio—Dwight H. Tucker, San 
Antonio, manager of National Cash Reg- 
ister Co., spoke on “Selling with a Plan.” 
He said the agency manager or general 
agent must train the new man so that 
when he goes out into the field he will 
know whom he should plan to see, where 
and when to make calls, how to make 
a pleasing approach, what to say and 
how to say it. He favors requiring the 
salesman learn an organized presenta- 
tion. 

Columbus, O.—Rudolf Leitman, 
York Life, Detroit, speaks April 18. 

New Bedford, Mass.—Guest luncheon 
speaker was William Highfield, director 
of sales promotion Loyal Protective Life, 
on “Managing Your Business.” 


New 


San Francisco—Wallis Boileau Jr., vice- | 


president in charge of agencies of Penn 
Mutual, speaking at the April 17 lunch- 
eon meeting, dwelt on the agent’s own 
responsibility for his own development 
and progress, both in selling and in 
stabilizing his own and the public’s 
future. 

Denver—Edward J. Schmuck, general 
counsel Acacia Mutual Life, addressed 
the April meeting. 

Toledo—Earl H. Weltz of Earl H. 
Weltz & Co., extra risk underwriters, 
Philadelphia, discussed success in sell- 
ing. 

Washington, D. C.—Lawrence Acker- 
man, Connecticut University, will speak 
at the May 15 meeting. 

Quincey, Ill—Kenneth Keil, Penn Mu- 
tual, Springfield, president Illinois Assn. 
of Life Underwriters, said that an es- 
sential to success is the cause for which 
a man is willing to fight. ‘““What keeps 
a man small is the easy things he likes 
to do,” Mr. Kell declared. He termed 








knowledge and accurate records as other 
essentials for success. A nominating 
committee will report at the May meet- 
ing with Richard Schnack, Metropolitan, 
as chairman. Fred D. Cox, Sun Life of 
Canada, expressed appreciation of the 
efforts of members in the Red Cross 
campaign in which life insurance men, 
under Mr. Cox’s leadership, covered the 
downtown office buildings and obtained 
$786 in contributions, bettering the quota 
of $400. 











Name Ordinary Class Heads 


There were 47 attending the first 
ordinary school of the season oO 
L.I.A.M.A. at Pasadena. Elected class 
officers were U. H. Hangaardener, man- 
ager Northwestern Life, Seattle, presi- 
dent. Adam J. Kupiec, manager Cali- 
fornia-Western States, San Diego, vice- 
president; Raymond White, Constitu- 
tion Life, Fresno, secretary, and John 
Ford, vice-president and agency director 
Forest Lawn _ Life, treasurer, and 
sergeant-at-arms. 





Roy F. Watson, Midwest Life agent 
at Lincoln, Neb., has been designated 
as “Mr. Midwest Life.” Mr. Watson is 
the company’s top producer in both life 
and A. & H., and now has more busi- 
ness in force and a larger renewal in- 
come than any other company agent. 





Raymond F. Low, President 





American REsErvVE Lire 


Harold R. Hutchinson, Exec V. P. 
Frank W. Frensley, Agency V. P. 


Life — Health — Accident — Hospital 











Four Decades of Progress 


1912 TO 


1952 





1. AN ALL TIME HIGH IN NEW SALES, $116,000,000 IN 1951 
(Includes reinstatements and revivals) 


2. 
3. 


4. 


HALF A BILLION DOLLARS OF INSURANCE IN FORCE 


COMPLETE MUTUALIZATION 
THE COMPLETION AND OCCUPANCY OF OUR NEW 


$3,000,000 HOME OFFICE BUILDING 


There's 7¢ Reason 


WE HAVE: 


A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS 


and 
HIGHLY COMPETITIVE SALES MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN . . . PLUS 


1. Free Hospitalization 

2. Group Insurance up to $6,000 

3. A Non-Contributory Pension Plan 
4. Disability Benefits 


The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 


Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


CRAWFORD H. ELLIS 
President 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 






For Information, Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 





PAN-AMERICAN 
LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A 
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Little Known Facts about Insurance Men* 


What they mean 
to the 

DRY CLEANING 
INDUSTRY 





fe 


Insurance 
UILFORD DUDLEY, Jr. 
PRESIDENT 






@It is estimated that the 
families of life insurance 
agents in the United States 
spend more than $8,000,- 
000.00 each year with their 
dry cleaners. 


This is but one of the many 
ways in which the life insur- 
ance agent and his family 
help to play their part in the 
vast network of the nation’s 
economic structure. 


Yes, anyway you look at it, 
the life insurance agent is 
a mighty important man in 
every American community. 


*SOURCES: U. S. Bureau of the Census 
and VU. S. Department of Commerce. 


and Casualty 


4S OFFICE: NASHVILLE 


AMONG COMPANY MEN 





Great-West Ups Barnsley 
to Director of Research 


Reginald C. Barnsley, associate ac- 
tuary of Great-West Life, has been ad- 
vanced to director 
of research, 
He joined the com- 
pany as an actu- 
arial clerk in 1920 
and qualified for 
his fellowship in 
the Actuarial So- 
ciety at the age of 
22. In 1925 he was 
appointed assistant 
actuary and pro- 
moted to associate 
actuary in 1930. 

Recognition 
of his profession 
was accorded Mr. 
Barnsley in 1951 when he was one of 
the two Canadians invited to present 
papers at the International Actuarial 
Congress at The Hague, Netherlands. 


R. C. Barnsley 





Sabin, Armstrong Promoted 
by Massachusetts Mutual 


Massachusetts Mutual Life has pro- 
moted Carl A. Sabin and Ralph A. 
Armstrong, assistant counsel, to asso- 
ciate counsel. ; 

Mr. Sabin joined the purchasing de- 
partment in 1920, and the following 
year, transferred to the policy depart- 
ment. He was appointed to the law de- 
partment in 1923. He has been attorney 
for the company since 1928, and assist- 
ant counsel since 1943. Mr. Armstrong 
went with the company in 1927. He be- 
came company attorney in 1931, and as- 
sistant counsel in 1945. Since 1935, he 
has been a member of the joint pre- 
mium tax committee of American Life 
Convention. 











describes the relationship between 
the Company and its policyholders 


and Field Force. 
has been built on: 


This relationship 


1. A purely mutual operation. 
2. A General Agency foundation. 
3. Net level premium reserves. 


4. Very low net cost. 
5. A strong surplus. 


6. Flexible settlement options. 


7. Its stable territory: 


i. . Ind. . la. . Mich. . Minn. . N.D. . Ohio . Wash. . Wis. 
N.Y. . Conn. . Me. . Mass. . N.H.. N.J.. Po. . R,I, . Vi. 


Exceptional Field Opportunities available ... 
Write to the Agency Secretary. 


__ ftedeued Jul 


LIFE INSURANCE CO. 





Flickner Assistant Actuary 


Edward A. Flick- 
ner, Jr., has been 
appointed an as- 
sistant actuary of 
Northwestern Mu- 
tual Life. Since 
graduating in 1940 
from Yale, where 
he received his 
B.A. in mathemat- 
ics, he has been 
engaged in actu- 
arial work for Pru- 
dential at Newark. 
He was in service 
four years, attain- 
ing the rank ofcaptain. 





E, A. Flickner, Jr. 


Dady Farm Loan Supervisor 


Howard E. Dady, who joined the 
farm loan division of the Old Line Life 
of Milwaukee in 1941, and has been in 
charge of the statistical department 
since it was formed in 1948, has been 
appointed supervisor of farm loans at 
the home office. He succeeds John A. 
Painter, who died April 2. Mr. Dady, 
who attended University of North Da- 
kota, was with the Federal Land Bank 
3 gg Paul before going to Old Line 

ife. 





Travelers Names Pershing 


Travelers has appointed Robert L. 
Pershing supervisor of group annuities 
at Chicago. Mr. Pershing joined the 
company last year after several years 
in pension administration. He is a grad- 
uate of Drake University. 





Metropolitan Chiefs Ins,;ect Tampa 


Some of Metropolitan’s top execu- 
tives visited Tampa to inspect industrial 
development of the community, and 
were guests at a luncheon given by the 
chamber of commerce. The party in- 
cluded Frederick W. Ecker, executive 
vice-president; W. J. Barrett, secretary; 
Karl H. Kreder, vice-president of field 





management, and Walter S. Shepherd, 
vice-president of field personnel. 





Armstrong Agency Supervisor 


Floyd G. Armstrong has been ap- 
pointed agency supervisor for National 
Security of Longview, Tex. He entered 
life insurance in 1938 with a Texas com- 
pany and became one of its leading per- 
sonal producers. For several years he 
has been manager at Tyler, Tex., for 
Republic National. He completed the 
graduate course at S.M.U. 





Massachusetts Mutual Life has ap- 
pointed Charles P. McCormick, presi- 
dent McCormick & Co., Inc., Balti- 
more, to the board. 








U. of Florida Expanding 
Insurance Curriculum 


University of Florida at Gainesville 
is making an impression in the field of 
insurance education. Dean Walter J. 
Matherly of the college of business ad- 
ministration and Dr. John B. McFerrin, 
head of the department of business or- 
ganization and operation, are giving spe- 
cial attention to this program. The 
course, “Fundamentals of Insurance,” 
attracts about 150 students regularly. It 
is a sophomore course, but also has jun- 
ior and senior enrollment. This treats 
all types of covers and insurers. It is 
a prerequisite to more advanced courses 
and is also beneficial to those who are 
not going into insurance as a career or 
even as an academic major. Beyond 
this at varying under-graduate stages 
there are courses in elements of life 
insurance problems and practices of 
life insurance, and life insurance in 
relation to trusts and estates. 

Commencing next fall there will be 
offered four advanced insurance courses, 
at graduate level and with substantial 
prerequisites. A course is being put 
together with the title of “The Insti- 
tution of Life Insurance” to appeal 
primarly to those that are about to enter 
on a life insurance career. There will 
be a minimum repetition of material 
covered in the basic courses and the 
emphasis will be on the impact of in- 
surance on various aspects of the na- 
tional economy, the study of annual 
statements, investments, reserves, regu- 
lation and control, taxation and associa- 
tion activities. 


Nutt at Grand Rapids 


Hal L. Nutt, director of the life in- 
surance course at Purdue University, 
will speak on “Building Men” at a 
breakfast meeting of fire and casualty 
agents at Grand Rapids Friday. He will 
also speak before Grand Rapids Life 
Underwriters Assn. Friday noon. 


Ed C. Smith, vice-president of Weekly 
Underwriter, is critically ill in Long 
Island College Hospital, Brooklyn 
where he underwent an operation fol- 
lowing a general hemorrhage. The paper 
has issued an appeal for donations of 
blood, of which 17 pints were used dur- 
ing the operation. 





Mutual Life has named Wyatt C. 
een farm loan supervisor at Mem- 
phis. 





ASSETS 


more than 


$48,500,000 


Supreme Forest 


WOODMEN CIRCLE 


Omaha, Nebraska 
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The uniform blank to be used by 





JOSEPH SPENCER, President 


, PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 
A Legal Reserve Fraternal Insurance Society 


L. D. LININGER, Secretary 
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of NEw YORK, 
Home Office: 120 West 57th Street, New York 19, N. Y. 
JUdson 6-2370 
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2 aa as ing, conten a8 the booklet being placed 0 VW CY] ‘ 
u an eS t 4 4 q 
despite the competition of Chicago In- oe a $ : 
Balti surance Day and the cores of A — $ , 
Ls season for the Chicago hite Sox u a $ 4 
baseball team. ea i A To Hold “A. & H. Week $ l 
Albert H. olhlers, oungberg- ~ 3 Insur ive SAME LIFE I M , 
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hospitals and doctors in reporting claims 
have not worked out as planned, it was 
stated. The hospitals apparently prefer 
the company blanks to those prepared 
under the direction of the hospital asso- 


ciation. 
Mr. McDonald was elected a dele- 


||actuants ||| 


CALIFORNIA B 
COATES, HERFURTH & 
ENGLAND 
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ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
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Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
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Telephone FRanklin 2-4020 
H S. Tressel, M.A.1.A. 
M. Wolfman, F.S.A. Wm. H. Gillette, C.P.A. 
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Haight, Davis & Haight, Inc. 
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Consulting Actuaries 
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Wolfe, Corcoran & Linder 
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PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 
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VIRGINIA & GEORGIA 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 


RICHMOND e ATLANTA 











gate to the June convention of the 
International association at Asbury 
Park, N 


Minnesota Rating Official 
Describes Catastrophe Ruling 


J. P. Koleski, assistant manager of the 
rating division of the Minnesota insur- 
ance department has called attention to 
what he regards as a misinterpretation 
in the April 4 edition of THE NATIONAL 
UNDERWRITER of Minnesota ruling 52-N2 
in regard to catastrophe medical policies. 
He requests that a corrective explana- 
tion regarding section 2 of the Minne- 
gota ruling run as follows: 

“Section 2 of the Minnesota ruling 
states that major medical (catastrophe) 
contracts guarantee the insured the min- 
imum of 24 months to avail himself of 
benefits as provided for in the contract. 
Such 24-month period shall be construed 
to commence on the date the injury 
is sustained or the sickness commences. 

“This section is only intended to act as 
a minimum benefit period. It does not 
in any way attempt to establish liabil- 
ity either while insurance is in force or 
after insurance ceases. 

“Major medical contracts require 
neither hospital confinement nor disabil- 
ity for benefits to be payable. On any 
termination date it is necessary, there- 
fore, to establish the status of a then 
valid claimant, and also to establish for 
what extended period a then valid claim 
must be honored by the company. The 
company’s liability period is not deter- 
mined by going back to the accident-or- 
sickness commencement date and ex- 
tending such date 24 months, or until the 
policy limits are reached if sooner. The 
company’s liability period would have 
been the same period had insurance con- 
tinued in force. If, for example, on 
April 1 (the premium due date) an in- 
sured is incurring expenses as the result 
of an accident that occurred 23 months 
prior and he has not as yet :eached the 
policy limits, the company is liable for 
the expenses incurred until May 1 (if 
policy limits are not reached sooner), 
regardless of whether the policy is re- 
newed or not. 

“Group contracts that afford a 12- 
month extension for valid claims as of 
any date insurance ceases (except be- 
cause of the failure of the insured to 
pay the required premium while eligible 
for insurance) are considered to be with- 
in the meaning of this section. These 
benefit periods are only intended as 
minimums.” 


Life Insurance Forums Need 
Aid from Civic Groups 


(CONTINUED FROM PAGE 1) 


stand life insurance they are sure to 
want to use it more effectively. 

The greatest value of such a program, 
according to Mrs. Eberly, is that it can 
give the listeners a general insight into 
what their life insurance can do but 
avoids getting into specific advice that 
might conflict with that given by their 
own agents. A primary purpose is to 
whet the listener’s curiosity so that he 
will confer with his agent and get his 
advice on the various points in which he 
has become interested through the lec- 
tures. 

An example of what can be accom- 
plished by this aroused interest occurred 
in Worcester, Mass., where one of these 
forums produced so much interest in 
having wills properly drawn that one of 
the local trust companies had to put on 
two extra guards in its safe deposit 
vaults because of the rush of customers 
to get their wills out and have them 
checked. The same thing has happened 
in several other cities. 

Bankers National Life has named 
Katharine K. Mitchell chief accountant. 
Mrs. Mitchell was formerly business 
manager for Hockaday school, Dallas. 


American College of Life Under- 
writers has published a brochure on the 
financial aspects of social problems by 
Walter C. McKain, Jr. 


Group A. & H. Rate 
Boost Delayed 


(CONTINUED FROM PAGE 1) 





of them are so frequent and from so 
many sources that they can hardly be 
dismissed as figments of somebody’s dis- 
ordered imagination. 


FEDERAL TAX ANGLE 








An incidental complication to these 
rebates is the federal income tax. One 
broker who reportedly rebated his en- 
tire first year group commissions on 
union-negotiated business found himself 
in a pickle, not having foreseen the tax 
angle. He is now in the process of try- 
ing to get the internal revenue bureau 
to regard these rebates as ordinary and 
necessary business expense. 

The more usual practice, it is under- 
stood, is for the kick-back recipient to 
permit the broker to retain at least 
enough, though perhaps no more than 
enough, to take care of his income tax. 
There is more caution than generosity 
behind this procedure, however, as no 
rebate recipient is anxious to be identi- 
fied as such in an income tax return-— 
or anywhere else, for that matter. In 
fact, the usual system is to insist on 
payment in cash, as a check would stand 
as a record. Some are even so cautious 
as to insist that payment be in goods 
rather than in cash, such as a mink coat 
for the recipient’s wife, or an expensive 
automobile. 


Temptation to Switch 


An even more disturbing aspect of 
the kick-back is the temptation it offers 
to switch insurers in succeeding years to 
get more rebates. Even with a 60% loss 
ratio, an insurer can lose money the 
first year and if it loses the case at the 
end of the year there is of course no 
chance to recoup. And if the experience 
should be as favorable as 55% the 
chances are the union would want the 
rate cut. 

Unions have also been coming into 
the group picture increasingly via the 
advertising route. Group writing com- 
panies are being pressured to run adver- 
tisements in union year-books. The in- 
surers usually don’t feel the advertising 
has any positive value but they are 
afraid a blunt refusal will be used 
against them. And if a company adver- 
tises in one union’s year-book it is quite 
likely to get a solicitation from another 
union that has heard about the first 
union getting the advertising even be- 
fore its year-book is off the press. 


N. Y. Law’s Effect 


New York has a law, just enacted, 
giving the insurance superintendent the 
right to impose fines up to $1,000 for 
each offense in connection with filing of 
rates and policy forms. This may fur- 
ther cramp the style of some group in- 
surance representatives who have been 
getting over the line a little. One prac- 
tice is to quote a rate to a prospective 
insured that is largely dictated by com- 
petitive considerations and then file the 
rate with the department. This is done 
even though the rating law requires that 
rates be filed first. 

Companies doing business in New 
York are already at a considerable com- 
petitive disadvantage outside the state, 
where they are in competition with large 
and aggressive group insurers that are 
not bound by New York’s laws. 

One of these companies was for a 
time cutting below any competitor’s bid, 
no matter how low. The story is that 
finally one after another of this com- 
pany’s competitors would quote an im- 
possibly low rate, just so the first com- 
pany would undercut—which it did. In 
due course, however, the company 
caught on to what was being done and 
gave up its “we will not be undersold” 
policy. 

A symptom of the cutthroat competi- 
tive situation in group casualty is a 


tendency to develop minor variations in 
coverages and build them up out of all 
proportion to their importance, in order 
to sell the case against competition. 


MDRT Enrollment 
at New High Figure 


(CONTINUED FROM PAGE 3) 








lin, Ormond Beach, Fla.; James B. Crow- 
ley, Mutual Benefit, Chicago. 

R. U. Darby, Massachusetts Mutual, 
Baltimore; Shirley Rowan Dashiell, Lin. 
coln National, Norfolk, Va.; Arthur C, 
Dacker, Jr., Reserve, Shreveport, La.; 
Arnold Domenitz, New York Life, New 
York City; M. J. Donnelly, Equitable So- 
ciety, New Castle, Pa.; Hugh K. Dough- 


erty, New York Life, Anchorage, Alas. 
Julius M. Eisendrath, Guardian, New 
York City. 


David P. Faxon, Aetna, Camden; Israel 
C. Feldman, Equitable Society, Philadel. 
phia; F. W. Felkel, American Natienal, 
Anderson, S. C.; David A. Freedman (de- 
ceased), Equitable Society, New York 
City; Frank H. Fuhrman, Connecticut 
General, Reading, Pa. 

Wilbert E. Gehman, New England Mu- 
tual, Philadelphia; Bryon S. Griffith, 
American National, Long Beach, Cal.; H, 
R. Grobe, Great Southern, Houston. 

Clay W. Hamlin, Mutual Benefit, Buf- 
falo, N. Y.; Sam S. Herwitz, Mutual Life, 
Cincinnati; Edwin Shields Hewitt, 
dependent, Isidor 


Hoelscher, Jr., 


ean Y Ishii, Prudential, Kapaa, 
Kauai, Hawaii. 
William E. Johnson, Jr., Mutual Bene- 


fit, Nashua, N. H. 

Moise N. Kaplan, Prudential, Atlanta; 
Harold C. Kenyon, Home of New York, 
St. Louis, Mich.; Michael G. Kletz, John 
Hancock, New York City; Frank J, 
Koors, Northwestern Mutual, Minneapo- 
lis; Robert Kruh, Guardian, Newark. 

Morris Landwirth, Massachusetts Mu- 
tual, Peoria, Ill.; Harold George Larsen, 
New York Life, San Carlos, Cal.; Mare A. 
Law, Mutual Benefit, Chicago; Sidney E. 
Leiwant, Independent, Jersey City; Law- 
rence L, Lifshey, New York Life. New 
York City; Henry Y. F. Lung, United 
Benefit, Honolulu; Harry N. Lyon, Fi- 
delity Mutual, San Francisco. 

H. McCaffrey, Southwestern, Dallas; 
Woodrow W. McGill, Prudential, San An- 
tonio; Thomas B. McGlinn, Mutual Bene- 
fit, Miami; Louis E. Madden, Kansas City 
Life, Milwaukee; Edward C. Marget, New 
England Mutual, Boston; Raymond T. 
Maurey, Mutual Life, Bradford, Pa; 
Charles S. Miller, Lincoln National, Ty- 
ner, Ind.; Col. Daniel I. Moler, Lincoln 
National, Washington, C.; Guy E. 
Morrison, C. L. U., Northwestern Mu- 
tual, Indianapolis; William H. Mount- 
castle, John Hancock, Honolulu; Cecil 
W. Murray, Great Southern, Huntsville, 

ex, 


Magnus B. Norman, Jefferson Stand- 
ard, Portland, Ore. 

Walter T. Pleasants, John Hancock, 
Pekin, Ill. 


Chester G. Raymond, National of Ver- 
mont, Tacoma; Sidney Rice, Fidelity Mu- 
tual, Indianapolis; Orlyn N. Robertson, 
Mutual Life, Santa Ana, Cal.; Duncan §S. 
Robinson, Canada Life, New York City; 
Frank G. Rollinger, Independent, Sioux 
Falls, S. D.; Paul Rosenbaum, Sun, Phila- 
delphia; John . Routsong, New York 
Life, Los Angeles, Cal.; Allan Rutledge, 


oo Minnesota Mutual, Washington, 
‘Francisco J. Salas-Berti, Pan-Amer- 
ican, Caracas, Venezuela; Charles H. 


Schaaff, Massachusetts Mutual, Spring- 
field, Mass.; Robert Sheldrick, North- 
western Mutual, Newark; C. Milton Sher- 
man, Great-West, Toledo; Max Slater, 
Massachusetts Mutual, Boston; Samuel 
Soforenko, New York Life, Providence; 
William E. Stanley, Provident L. & A, 
Wilmington, N. C.; Charles F. Stein- 
hofer, Home of New York, New York 
City; Barry B. Stephens, Massachusetts 
Mutual, Los Angeles; Bruce Sweet, Berk- 
shire, Buffalo. 

Charles T. Waller, American National, 
Lawton, Okla.; Charles Wasser, Equi- 
table Society, New York City; Clyde R. 
Welman, National of Vermont, Memphis; 
J. Hawley Wilson, Massachusetts Mutual, 
Oklahoma City; Harry V. Winfree, Fe 


Lincoln National, Norfolk, Va.; Ray 
Wright, Provident Mutual, Lawrence, 
an. 


Big Companies Dates Set 

The large companies spring con- 
ference of L.I.A.M.A. is set for May 
5-7 at the Westchester country club, 
Rye, N. Y. The meeting will be entirely 
off the record, with seminars in which 
all agency men present will participate. 


Canada Life has opened a new branch 
office at Lethbridge, Alta., with G. W. 
Lomas as district manager. 
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New paid_business— 





1949 ........ - . $79,379,000: 


1950 ..... . . $106,548,000 
1951 .. . . $116,026,000 


Insurance in force— 
( On December 31st ) 


1949 ........ . . $832,147,000 
1950 ...... . $898,831,000 


1951 .. . .$971,290,000 
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in a series of advertisements outlining advantages enjoyed 
NUMBER FOUR by field underwriters of the Equitable Life of lowa 


Compensated For. 


SUCCESS 


Feta underwriters of the Equitable Life of 
lowa are compensated on a commission arrangement 
based on the assumption of a lifetime career. A 
liberal and comprehensive contract featuring life- 
time renewals for quality business, and other special 
remuneration, is the foundation of the compensa- 
tion plan. This modern contract is supplemented 
with sickness and hospital benefit plans, and com- 
pleted with Equifund, the modern retirement income 
plan for the Company's field associates which makes 
the term, Lifetime Association, a reality. 


HOUITABLE 
OF IOWA 


FOUNDED IN 1867 IN DES MOINES 
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\ One of a series of advertisements 
ph dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman's success. 


HELPS YOU SELL MORE LIFE INSURANCE 


The telephone operator—she’s the heart of the 
agency’s communications system . . . the girl 
whose deft fingers speed incoming and outgoing 
calls accurately, swiftly, surely along the lines. 
Day by day, her patient attention to detail, her 
friendly courtesy and skill, help in countless ways 
to keep an agency running smoothly. Day by day, 
she helps pave the way for sales with the smile in 


her voice that builds good will among your pros- 





pects and clients. 


AATNA LIFE INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 





